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Note How Snugly 


These Doors Hug the Inside Walls 





That’s One of the Many Advantages 


which the National No. 806 Garage Door Set possesses. 
It’s a strong talking point—a feature that is often the 
means of closing the sale with an undecided customer 
because it eliminates waste space in the garage, saves 
the doors from being banged into and provides the maxi- 
mum of space for the car in entering or leaving’ the 
garage. 


We want to urge National dealers to emphasize the 
importance of this feature along with National’s many 
other good talking points. You’re familiar with all of 
them. If not, just refresh your memory by referring to 
our catalog. 


And you other dealers who are not yet selling the Na- 
tional line—let’s get acquainted. Drop us a card saying 
that you’d like to look our catalog over. 


You'll find us mighty fine people to deal with. Ask 
any National Dealer, he knows. 


National Mfg. Company 


Sterling, III. 
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Brighten Up the Corner Where She Is 


Selling the Women Paint for the Kitchen and Then 
Following Up This Sale with New Utensils and the 
Things She Will Need for the Coming Summertime 


By MRS. CHRISTINE FREDERICK 
Household Efficiency Expert 


ITH the advent of spring and 
warm weather, when Nature 
decks herself out afresh with 

bright color and new garments, 
there is a simultaneous desire on the 
part of the human being to reclothe 
himself in fresh and attractive cos- 
tume, a longing expressed by the 
Easter Parade in fine raiment and 
new millinery. But just as truly the 
feminine heart longs for change in 
the home about her, and particularly 
does she wish the kitchen—that 
place where she spends 80 per cent 
of her time—to have a fresh dress 
and new accessories so as to be in 
harmony with the general cheery 
brightness of spring. 

The moment the housekeeper 


ss ee ae 


looks at the refreshing green and 
color outdoors, and back again at the 
rooms within, just so surely does she 
become conscious of their dingy as- 
pect, their stained walls, especially 
in the kitchen where the heavy cook- 
ing, smoke and possible ashes give 
evidence of a winter of wear and 
work. 

I have been inside of nearly a 
thousand kitchens in connection with 
my work, and I estimate that fully 
50 per cent of them, if not more, are 
dark rooms with dingy woodwork 
and dull walls. Why? We admit 
that a light, bright, ventilated 
kitchen is a more pleasant place in 
which to work, that light conduces to 
safety and efficiency in the prepara- 
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tion of food, that a dark kitchen 
cannot be really sanitary—and, above 
all, that depressing dark colors and 
surroundings have a distinctly harm- 
ful effect on the spirits and ability 
of the worker. 


Why They Are Dark | 


Why are fully half of our kitchens 
left to be such dark and unattrac- 
tive workshops in our homes? I be- 
lieve for two reasons, first, lack of 
education of woman to see the ne- 
cessity for as much light and clean- 
liness in her own kitchen as she de- 
mands in a factory kitchen, and, sec- 
ondly, failure of the dealer in paints 
and finishes to push his products to 
the housekeeper every spring. 
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I hear a great deal about the 
“drive” to sell paints for the outside 
of the house, and for the living room 
and bedrooms, and also read much 
advertising pointed at the possible 
man buyer and his paint needs for 
barn, fence, auto, etc. But I do not 
hear much about a campaign or drive 
directed toward the kitchen and 
written especially to attract the 
woman’s attention. Where I have 
seen ten pieces of advertising fea- 
turing a new coat of paint or var- 
nish on the stairs, on the hall floor, 
in the bathroom or parlor, I can 
scarcely recall one piece showing 
how necessary it is to redecorate and 
make sanitary, by a new finish, the 
poor, dark and neglected kitchen. 

Yet every home has one kitchen, 
and I will let the statistician figure 
how many kitchens that must be. 
And every kitchen, from great to 
small, should be “done over” in the 
spring of the year in order to keep 
it sanitary and sufficiently light. 
Just pushing to the housekeeper the 
need of redoing her kitchen will open 
up a tremendous chance for future 
sales. How about sending the 
housekeepers in any given locality 
a well-written card asking them 
something like: “Is your kitchen 
really clean? Is it light enough to 
allow food to be prepared in a sani- 
tary way? ‘Is it dingy, or as cheer- 
ful as any other room in the house? 
Step in and let our household expert 
suggest color schemes and plans for 
redecorating your kitchen and serv- 
ice quarters.” It seems to me that 
some such well-worded offer on the 
part of the local hardware dealer 
would bring the better class woman 
into the store and sell her not only 
paint and varnish but an entire line 
of kitchen hardware. Because, the 
moment the housekeeper has her 
kitchen redecorated in bright light 
tones, it will show up the dinginess 
and battered appearance of all the 
other fittings, so that she will be in- 
clined to run straight down and pur- 
chase a big order of “shiny pots and 
pans” to be worthy of the cleaned 
walls and freshened woodwork. 


The Salesman Who Knows 

The hardware dealer who sells 
paints, stains and other finishes 
should see that one of his sales- 
men knows all about renovating a 
kitchen. Give him suggestions which 
will develop him into at least an ama- 
teur “household expert.” There are 
excellent books he can read which 
will help him. This salesman should 
know the relative merits of water 
tints, paint, flat or gloss and what 
are good “kitchen colors,” so as to 
advise the woman most helpfully. 
The vogue for the all-white kitchen 
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is passing because it required too 
much labor and time to keep it spot- 
less. The preferred finish to-day is 
paint, in gloss, on the walls, and the 
woodwork, gloss paint and not var- 
nish, -both in light tones. Many 
shades of “putty,” “sand,” “battie- 
ship gray,” light apple green and a 
bright light blue are desirable; good 
combinations are gray woodwork 
plus blue walls; cream woodwork and 
pale green walls; buff and yellow for 
a north kitchen, etc. In addition, 
this salesman should be able to show 
what other fittings in the kitchen 
may be painted. 

Few homes have two coats of black 
paint on the baseboard, for exam- 
ple, yet nothing else so avoids show- 
ing dirt and mop splashing; again, 
painting semicircles of black on the 
center of kitchen, cellar and entry 
doors will avoid the showing of fin- 
ger marks as the hand opens the 
door, a practice always followed in 
factories; the kitchen cabinet, the 
refrigerator and other wood pieces 
often in unsightly oak finish, may be 
painted the same light tone as the 
trim for better harmony; paint the 
legs of the table, the sink and other 
parts of exposed iron, pipes, etc.; 
give the garbage pail several coats 
of enamel to enhance its appearance 
and avoid rust; many of the other 
articles in the kitchen can also be 
painted to match the trim or walls; 
kitchen shelves treated to two coats 
of paint or varnish need no paper, 
always look well and are easily wiped 
off with a damp cloth. 

The typical kitchen chair or stool 
will not become so grease stained and 
will be more sightly if treated with 
paint or enamel. Indeed, painting 
any article of wood or metal both 
protects and makes for a harmonious 
appearance. If this clerk, specializ- 
ing as a “household expert,’ knows 
these things, he can tactfully sug- 
gest the purchase of the necessary 
supplies, not only for walls and 
woodwork, but for this additional 
“brightening up” of all fixtures and 
fittings. 

Replacing the Utensils 


Is it possible that the pans have 
become so battered and burned, that 
so many handles are loose, knobs 
gone, knives dull and a general poor 
condition of both utensils and tools 
in the kitchen? It may be only too 
true that the entire kitchen will bear 
inspection, renovation and repair. 
There is no limit to the extent to 
which the dealer may sell the house- 
keeper new utensils, once she gets 
started! Indeed, it is quite a dan- 
gerous thing to give a paint pot and 
brushes into the hands of many 
women, because they get a kind of 
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“craze” and are likely to paint every- 
thing in sight! Of course, all this 
will be very good for the hardware 
dealer! 

He should remember that in 
changing old kitchens to new the 
woman will consider the summer sea- 
son now approaching, and the effect 
of hot weather on the kind of cook- 
ing and the new foods it brings. For 
example, all of the collanders, strain- 
ers and such wire goods will be 
necessary for the berry and canning 
season, as well as for the general in- 
creased use of vegetables and fruit. 

Another item will be measuring 
cups, pint and. quart measures, dip- 
pers and funnels; another group of 
tools or devices will be those used 
during salad and fruit preparation. 
— a list of special interest may 
Strawberry huller, asparagus tongs 
and boiler, hard-boiled egg slicer, 
vegetable and slaw cutter, lemon 
Ssqueezers, beverage mixers, heavy 
tin jelly and ice-cream molds, ice 
chipper and pick, various size grat- 
ers, various size sandwich cutters, 
fruit strainer and press, jelly bag 
and stand, pineapple — snippers, 
corn forks and cutters, new vege- 
table and kitchen knives, cream and 
mayonnaise whip, china molds for 
summer desserts, cork puller, cork 
screw, and fancy vegetable shapers 
and cutters and garnishing tool. 

The dealer must not forget that 
the American housekeeper is increas- 
ingly using salads and foods in cold 
forms, throughout the warm season. 
There has been considerable educa- 
tional work done on the housekeeper 
to show her how to replace heavy 
meats by “loaf,” “aspic” and similar 
dishes. This necessitates the use of 
attractive-shaped molds either in tin, 
earthenware or glass. The house- 
keeper will be interested in every 
tool and device connected with salad 
and mayonnaise making, whipped 
cream, etc. She will need the small 
preparing tools like berry snip, ap- 
ple corer, slaw cutter, etc.; she will 
also need good knives, the sharpest 
knife to slice cold meat thinly, bread 
for sandwiches and also the best 
shapes and styles of paring knives to 
do the necessary preparation every 
day or for canning. This is just the 
time to sell kitchen cutlery because 
the chances are that her knives and 
small tools have either become very 
dulled or mislaid since the previous 
summer. 

Hot Weather Specialties 

Articles which she does not need 
in the winter but which she cannot 
get along without now are an as- 
paragus boiler, a ham boiler, a large 
size corn kettle and various utensils 
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As usual, the People’s Hardware Co., Gary, Ind., had a fine paint window the other day. 


of the like. She will also soon think 
of a canner and the utensils cén- 
nected with this process. She may 
need more small enameled bowls in 
which to lay away foods in the re- 
frigerator, and more light saucepans; 
she will also need trays for summer 
service, such as those of fiber, metal 
or wood covered with glass. 

The renovation of the kitchen may 
naturally include the purchase of a 
new table; or if you cannot sell her 
table at least sell her a top made of 
one of the various enameled finishes; 


recently decorated 


she will be thinking of a supple- 
mentary oil stove for summer use; 
attract her attention with white 
spic-and-span bread boxes, jars for 
holding cereals and spices, glass roll- 
ing pin with compartment for ice, 
etc. 

In the line of cleaning tools, there 
is always much to be bought. Prob- 
ably the kitchen dishpan looks badly 
used and dented, the sink strainer is 
very black and stained, and an en- 
tire new set of dish mop, cloth, 
shaker and scraper would be desira- 


It showed an interior 


ble. Certainly the garbage pail may 
need to be replaced, the dustpan may 
have been bent, and the broom worn 
down, so that into the field of clean- 
ing tools this renovation of the 
kitchen will naturally extend. 


The Small Hardware Needed 


Also many times the housekeeper 
will find that she needs small hard- 
ware to assist in her plans. She may 
require cup-hooks, hooks for dish 
towels, racks, screws, polishes for 

(Continued on page 93) 
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Tying up the brushes with the paints helped J. A. Mahoney, Inc., Deming, N. M., sell many gallons and many 


brushes 





Ogden Hardware Co., Ashland Ky., Has 














The first floor of the 
new store 














HAT the displaying of hard- 
ware in the proper manner is 
-a big factor in the ultimate 
sale of the goods is strongly believed 
by the Ogden Hardware Co., Ash- 
land, Ky., one of the most progres- 
sive firms in the United States. The 
company has moved into its new 
building at the corner of Seventeenth 
and Winchester streets in Ashland, 
and by the pictures shown with this 
article it can be plainly seen that 
great space is given to the interior 
aisles in the store, and that wall 
cases figure prominently in the dis- 
playing of all kinds of samples. An- 
other feature that is evident from 
the picture is the low cases in which 
are displayed goods. The days of 
the old-fashioned high case is gone 
and the modern low case has taken 
its place. 
On the first floor of the new Ogden 
Building is to be found carpenters’ 


tools, builders’ hardware, sporting 
goods and other lines, while on the 
second floor space is given to house- 


furnishings, china, kitchen ware, 
aluminum, stoves, refrigerators and 
toys. In the basement paints, oils, 
roofing and stone ware is on display. 
The third and fourth floors of the 
building constitute the store room 
and warehouse divisions. 

Business is good and it ought to 
be down in this active southern com- 
mercial center, and with the aid of 
newspaper advertising, direct-by- 
mail methods, exceptional window 
displays and constant attention to 
every want in Ashland the Ogden 
Company has built up a great en- 
terprise worthy of any merchant’s 
study. 

Taken as an example, the house- 
furnishings that are shown in the 
above photograph, it can readily be 
imagined that the average woman 
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likes to shop at the Ogden store. 
Here can be seen cut glass and sil- 
verware tastefully shown, decorated 
and plain tea pots, and further back 
the more common lines that are used 
in every home. 


The Artistic Displays 


One of the features of this pic- 
ture that must be observed is the 
floor lamp, which is seen at the ex- 
treme left. It must not be denied 
that the hardware stores in all parts 
of the country are becoming more 
artistic every day, and that it pays, 
and pays well, is attested to by the 
fact that women are now the reign- 
ing customers in the average hard- 
ware store: Women are the buyers 
even if the men are’the payers, and 
to attract the women into the store 
is the chief aim of the modern mer- 
chant. 

You can’t gét a woman interested 





Excellent Arrangement 


in Its New Store 





A view of part of 
the second floor 























in the store if she has to climb over 
boxes and barrels to reach the coun- 
ter where she wants to make a pur- 
chase. It is a hard matter to con- 
vince her that the use of certain ar- 
ticles will add to the cleanliness of 
her home if she wades in dirt an inch 
thick on the floor of the hardware 
store. 

A clean store, and, more than this, 
artistic arrangement, will do a great 
deal to bring in the women, and the 
women will bring in the dollar. Mak- 
ing the housefurnishings department 
homelike and well arranged is an 
easy matter and means added cus- 
tomers. It is just as easy-to ar- 
range the stock as it might be ar- 
ranged in most any home as it is to 
pile the articles one on top of the 
other. As a suggested plan entire 
sets can be made up and displayed as 
rooms in a home, and the women who 
come in can get a better idea of how 
the different things will, look when 


they get them home. Most women 
can visualize rather clearly and 
know at a glance that she can use 
certain necessities that she has here- 
tofore considered luxuries. 

So the Ogden Hardware Co., in its 
new home in Ashland, seems to have 
arranged its stock with its women 
customers in view. Broad aisles, 
plenty of display space inside, low, 
easy show cases and artistically ar- 
ranged stock. Others would do well 
to copy the style. 

There is’ always room for im- 
provement in the best of stores and 
the stores that remain the best are 
those that are steadily improved 
upon. There is a sentence to re- 
member and adhere to as strictly 
as possible. Every improvement 
makes your store that much better 
and the better stores are the ones 
that boast of big incomes these 
days. 

Constant changing of the stock, 
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rearranging so that something new 
is always ‘in the prominent posi- 
tions in your store is one way that 
a store can take on a new front 
without much expense. If your 
regular customers come in week 
after week and see the same goods 
displayed in the same places they 
begin to think you haven’t got any 
other things to show them. But on 
the other hand, if the goods are 
shifted from place to place and the 
front of the store is made a regu- 
lar display stand for different lines, 
then the regular customer will be- 
gin to realize what an important 
place the hardware store is and how 
many different lines are carried. 
So it can be readily seen that 
with but the minimum amount of 
effort the maximum results can be 
obtained in this case. Make it a 
rule to change the front display 
cases and rearrange the cases them- 
selvés if possible, every two weeks. 








Taking the Customers Into Camp | 


How the Warner Hardware Co., Minneapolis, Dis- 


played Its Goods at the Recent Carnival—Crowds 
Watch Salesmen Play Cards in Front of Their Tents 


HE camping scene shown here- 
with was the booth of the War- 
ner Hardware Co. at the Min- 

nesota National Guard Carnival and 
Style Show held at the Armory 
March 7th to 12th inclusive. The 
purpose of this affair was to collect 
funds for the National Guard and as 
there was no possibility of actual 


Each evening a table was placed 
in the tent and games of cards were 
played using cards gotten out by the 
company with their advertisement. 
This feature attracted great crowds 
who became interested in the prog- 
ress of the games. 

It will be noted that items of 
camping and fishing equipment, such 


greens, that the camp was just off the 
road. This poster was made by Mr. 
Farr their advertising and window 
display manager. 

Mr. Farr stated that the attend- 
ance was approximately five thou- 
sand each evening and as there were 
only eight exhibits in addition to 
the entertainment concessions, more 

















At night the Warner salesmen gathered together in a regular camping scene, swapped yarns and lied about fish catches 


sales it was decided that a camping 
scene would be the best publicity. 

Each evening five or six employees 
of the Warner Hardware Co. would 
enter this booth and arrange them- 
selves so as to represent camping con- 
ditions as near as possible. 


School for Salesmen 


The Edison Electric Appliance 
Co., Chicago, has done a unique 
thing in merchandising. It has 
realized that a new period of real 
salesmanship has set in. The pres- 
sure of competition and the awak- 
ened sense of thrift of the buying 
public will no longer tolerate the in- 
difference or ignorance of salesmen. 
Better and more intensive methods 
of selling are now in order. To meet 
these new conditions, the Edison 
Electric Appliance Co. has launched 
a School of Salesmanship for the 
use of all engaged in selling all kinds 
of electrical appliances. 

John B. Mannion, formerly corre- 
spondence counsellor, LaSalle Exten- 


as motors, paddles, minnow pails, fish 
creels, etc., are shown. 

Evergreen trees were used as a 
background above which was placed a 
poster four feet by ten feet showing 
a turn in a roadway and giving the 
effect in conjunction with the ever- 





sion University, has been engaged as 
supervisor. 

The course is offered to all dealers 
and jobbers handling electrical ap- 
pliances, including those who handle 
competitive lines. 

The course is entirely free, and 
covers in a very thorough and able 
way the principles of salesmanship, 
advertising and the fundamentals of 
electricity. In addition to advertis- 
ing, selling and electricity, the 
course includes window trimming, 
store management, direct mail cam- 
paigns, and so on. 

Every lesson in the new course, 
the Edison School of Salesmanship, 
is practical and contains helpful 
ideas. The material used through- 
out has been prepared by expert 
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beneficial publicity was obtained 
than at a regular convention exhibit 
with much larger crowds, such as 
automobile shows. 

Some ten thousand whistles with 
the company’s advertisement print- 
ed on same were given away. 


electrical and merchandising men. 
The methods used in conducting the 
school will be analogous to those em- 
ployed by progressive and success- 
ful, modern extension schools. 

The school has been given very 
little publicity and now has an en- 
rollment of 5745 students who have 
enrolled in the past three months. 

The aim is not to limit or localize 
the school in any way, but to make 
it, in a way, contribute to the educa- 
tion of everyone in the industry. 


The National Glass Budget, Pitts- 
burgh, has recently issued its annual 
Glass Directory, which includes a list 
of glass factories in the United States 
and Canada grouped by states, and in- 
cluding the class, character of ware 
and capacity of each individual plant. 
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The “Up Town” Hardware Store in El Paso 


George W. Hardaway Has Proved That You Can 


Sell Goods in the Residence Section of the Town— 
Watching the Credits and Giving Service Essential 


them attractively,” is what 

George W. Hardaway, pres- 
ident of the Hardaway Hardware 
Co., El Paso, Texas, says, and that 
he follows his own advice in the mat- 
ter is aptly shown by the illustra- 
tions accompanying this article. 

El Paso is a city situated on the 
boundary line between the United 
States and Mexico, and on account 
of its wonderful climate and export 
business facilities, it has grown 
from a population of 55,000 some 
fifteen years ago, to 80,000 at the 
present time. It is preeminently a 
city of home owners. Out of a total 
of over 10,000 individual homes it 
is estimated that fully 75 per cent 
of them are owned by their occu- 
pants. 

About 12 years ago George W. 
Hardaway became associated with a 
hardware establishment in the busi- 
ness district of the city. Being of an 
observing nature he soon ascertained 
that the best and most satisfactory 
business was received from the home 
owner and not from the transient 
trade. It is also a business that can 
be kept and increased, once the con- 
fidence of the customer is acquired. 

About 18 months ago an oppor- 
tunity was presented Mr. Hardaway 
to fulfill a long cherished dream to 
establish a hardware store in the 
residence district of the city. 
Against the advice of some of his 
friends, who were wedded to the 
idea that no business of the kind 
could succeed except in the business 
section of the city, he severed his 
connection with the downtown estab- 
lishment and located a store of his 
own at “Five Points” over a mile 
from the shopping district. The loca- 
tion selected has proved to be a good 
one. “Five Points,” as the name im- 
plies, is at the junction of five streets 
and of as many car lines. Almost di- 
rectly across the street from the 
hardware store is a branch post 
office, while in the neighborhood are 
grocery stores, confectionery stands, 
ete, 


‘ "TS sell goods you have to show 


An All Day Light Building 


The store building was erected 
under the supervision of the propri- 
etor, at the intersection of two 
streets, which gives it solid glass 
fronts on two sides. The sales room 





is commodious and has high ceilings. 
It is provided with outside light not 
only through the show windows but 
also through stained glass windows 

















George W. Hardaway 


that extend from the top of the show 
windows to the ceiling. Artificial 
light is never necessary until after 
the sun sets. 

The Hardaway Co. considers that 
its show windows, of which there 
are a total of seven, constitute its 
best advertising feature. Simplicity 
is a point emphasized in window 
dressing. No attempt is made to put 
any large number of articles in a 
window, and those displayed bear 
price tags plainly visible. It is 


claimed that this system attracts 
more attention than a window full 
of jumbled-up articles, as individual 
attention is directed to different ar- 
ticles displayed. 


Occasionally the 
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beaten path is left in window dress- 
ing, and a lot of young rabbits, or 
a brood of young chickens with a 
hen are placed in a window, together 
with a few special articles to which 
attention is desired to be directed. 

In commenting on his window 
dressing system, George Hardaway 
said, “I do not get all my pointers 
from traveling salesmen and the 
trade papers, but frequently I ask 
the advice of one of my lady cus- 
tomers, and almost invariably get 
something worth while in the way of 
a suggestion. This request also nat- 
urally makes a person feel somewhat 
flattered that her judgment should 
be wanted in such a matter.” 


Direct Mail Appeal to Customers 


The Hardaway Hardware Co. does 
not neglect the local newspapers, in 
which it carries space from time to 
time. But after more than a year’s 
trial it has found that a direct ap- 
peal to prospective customers 
through the mails is one of its most 
effective publicity ideas for drawing 
trade. Once every six weeks to two 
months a neatly printed two-page 
circular is issued. This circular has 
cuts showing seasonable, or new ar- 
ticles, together with selling prices. 
The cuts are gladly loaned for this 
purpose by the manufacturers of the 
different articles shown. A card 
index system contains a selected list 
of over 2000 names, which is being 
added to constantly. These names 
are obtained partly from the tele- 
phone directory and partly through 
the help of customers who report the 
arrival of new neighbors quite fre- 
quently, and also through personal 
efforts of all employees, including 
the delivery department. A very 
helpful feature of the system is a 
credit rating given each person, 
which information is also partly ob- 
tained through personal efforts and 
through a local commercial credit 
rating association. 

A check is kept on delivery slips, 
as well as telephone orders, and busi- 
ness traced to this form of adver- 
tising -has proved to be somewhat 
surprising. For instance, a circular 
sent out during the holiday season 
alone sold over 50 velocipedes, 45 
express wagons and 9 high-priced 
miniature automobiles. This does 
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Here is a spring window from the Hardaway Hardware Co. and below is the interior of the department where spring 
goods are sold. Also you will observe plenty of automobile tires and a bicycle on display to the left, while the window 
has plenty of garden tools 
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Casseroles, electrical goods and china form a department that is one of the big attractions in the “up town” store of El 
Paso. The neighborhood will stand catering to in these lines and many a dollar has been stopped from rolling down hill 
into the depariment stores 
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One corner of the store where small items are on display. Plenty of room in the aisles it will be noticed 


not mean that these represented the 
total sales of the articles mentioned, 
but only those sales that could be 
traced directly to circular letter ad- 
vertising. 

The Service Idea 


In George Hardaway’s opinion too 
few merchants pay attention to de- 
liveries. He says, “The delivery man 
is just as important as the salesman, 
and in some cases more so. We have 
a delivery man who is no small fac- 
tor in keeping our customers satis- 
fied. This man does not consider his 
duties ended when he gets a receipt 
for an article delivered, but if it is 
an electric washing machine, sewing 
machine motor, gas range, or any- 
thing else hard to install, he takes 
the time to start it for the house- 
wife; a service that we have learned 
is greatly appreciated. Our delivery 
system may be a little more expen- 
sive than that of the average firm of 
our size, but we believe the extra ex- 
pense involved is money well spent.” 


Another feature of successful mer- 
chandising that is by no means ex- 
clusively employed by the Hardaway 
Co., but is effective nevertheless and 
that is when a customer makes a 
complaint he is always right. Cases 
where impositions occur are so rare 
as to hardly prove irritating. 

“The Square Deal” has long been 
the only sure foundation for retain- 
ing a customer’s confidence, and to 
give a customer a square deal only 
the best of goods are carried by the 
Hardaway Co. It is true that some 
business is occasionally lost on ac- 
count of price, but the steady trade 
that is the mainstay of any retail es- 
tablishment is retained and automat- 
ically increases. ; 


Right Out of the Window 


However, it is a frequent occur- 
rence for the merchant to overlook 
some little act that could be used to 
advantage in making friends. For 
instance, when a customer enters 
the Hardaway store and says, “I 


want one of those garden rakes in 
the window,” he gets the rake or 
whatever article that he calls for, 
from the window, which is later re- 
placed from stock. This is a very 
small matter, but, “Try it,” is Hard- 
away’s advice, “and you will find that 
there is some psychological influence 
that increases the customer’s confi- 
dence in you by simply following out 
this very ordinary request.” 

The salesroom is rectangular in 
shape, and is arranged with display 
tables and portable show case coun- 
ters. The abundance of space pro- 
vides for the display of goods in the 
different departments without hav- 
ing the appearance of crowding. The 
system of having all goods plainly 
marked with retail prices is carried 
on throughout the store. 

The display case for cutlery is 
provided with three shelves that 
overlap each other, and near the en- 
trance is a special counter for elec- 
trical goods, for which there is an 

(Continued on page 108) 
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LAZY DOLLARS 


NE of the greatest obstacles to the return of normal business to-day is the “lazy 

O dollar”; the dollar that lags on its way between debt and payment. Why should 

an honest, respectable dollar take sixty days to pay a single account when it might 
through continuous work pay twenty accounts in the same space of time? 


q Human effort counts for much in any business, but unless the dollar also does a full 
day’s work, business slows up and eventually stops. Business success comes only through 
close co-operation of men and money. It is useless for a merchant to work overtime so long 
as he allows his dollars to loaf on the job. 


q Business men have learned much from the school of war and inflation. Among other 
things they have learned the prime importance of two vital factors in merchandising—col- 
lections and payments. If they will but put their recently acquired knowledge to work then 
some of the sacrifices of business during the past year will not have been in vain. 


q When a merchant fails to collect his accounts promptly at maturity, he weakens the foun- 
dation of his business integrity, because such a course long continued, makes it impossible 
for him to promptly meet his own obligations. It increases his overhead expenses, cuts 
down his stock and reduces his sales. At the same time, except in rare instances, laxness 
in regard to collections tends to injure rather than aid the customer. 


gq Failure to collect promptly weakens the debtor’s moral fibre. In the great majority of 
cases the man who buys on credit expects to pay the obligation when due. However, he 
may be careless, forgetful or indifferent. He may even be of the type which requires 
something just a little more definite than a mere statement of account. To the average 
credit customer, the matter of collection is strictly up to the merchant. 


q The ordinary 30-day account can usually be collected without serious inconvenience to 
the customer. If, however, the account is allowed to run even a single month beyond the 
prescribed period, the amount involved becomes more or less of a burden. The difficulties 
of collection multiply rapidly after the regular payment date is passed. The costs of col- 
lection grow in equal proportion. 


q But—prompt collections alone will not suffice. Having started the dollar on its way 
it is unwise to impede its progress. Prompt payments by the merchant are fully as impor- 
tant as are his collections, and have even a stronger bearing on his business integrity and 
his ultimate success. 


q Prompt payments breed business confidence. They stamp the merchant as reliable, pro- 
gressive, efficient, honest. They build for him a reputation which is worth infinitely more 
than any arbitrary financial rating. 

q The merchant who pays promptly—the “cash-discounter”—always gets the hest prices 
the jobber or manufacturer has to offer. Real bargains drift naturally toward those who 
are rated as “good pay.” 


q Both prompt payments and prompt collections build up business. If every retail hard- 
ware merchant in the United States would collect his accounts promptly when due, and 
would then pay all his merchandise obligations at maturity, taking his discounts, hard- 
ware failures would soon be practically unknown. At the same time there would be little 
complaint as to poor business. 

q The man who is out of debt buys more freely than one who owes. The merchant with 
his accounts collected and his bills paid has more time and more money to use in promoting 
sales. Also he worries less, thinks more clearly and works more efficiently. 

q As business men we win lasting respect, confidence and success only by meriting them. 
Let us work conscientiously for the betterment of business and the upbuilding of our busi- 
ness integrity by getting our dollars when they are due, and passing them on where they 
are due. 


q There should be no place in American business for the lazy dollar. 
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Putting the Mail | 
Order Catalogue »—~, 


to Work 


A BUD STARLING STORY 
By RALPH BARSTOW 


T was terribly rough going for 
[ the Puddle Jumper as soon as 

Bud Starling got off the State 
roads, but business was dull and, as 
Fred said, Dan “wasn’t fit to eat” 
these days. Bud decided to go out 
and stir up some orders himself. 

It started, like nearly every move 
at the Starling Hardware Co. did, 
with an argument. 

Dan Starling got his start by tak- 
ing away a certain amount of busi- 
ness with him from his old company 





when he struck out for himself. He 
began at a time when his section 
was expanding and the need for two 
supply and hardwar ejobbers made 
it easy to secure business and 
neither of the competitors had suf- 
fered. The natural growth had cov- 
ered up what would have been a de- 
crease in volume for the original 
business, 

Dan was of the school that be- 
lieves “there is only so much busi- 
ness—let us get our share.” 

Bud rarely got worked up but that 
saying always brought the short 
hairs up on the back of His neck. 

“Cut everything to the bone” 
bawled Dan, one gloomy day in Feb- 
ruary. 

“As how?” questioned Fred while 
Bud pricked up his ears. 

“Fire a lot of those loafers out in 
the back room. Stop buying any- 
thing. Lay up the truck and the 
Ford and just keep the rig. Stop 
wasting electricity. Let the sten- 
ographer go and have the book- 
keeper write what letters you have 
to—only don’t write any. What do 
you think we’re running here, a 
Loafer’s Home? 


“ 


hells” aE 


5 
ser iT 


“Hurt our service” said Fred. 

“Service??> Huh! Nobody buying 
anything—nobody wants any serv- 
ice.” 

But chipped into the conversation, 
“We’re getting some orders right 
along. Small ones, but they’re buy- 
ing a little.” 

“Bosh. Nobody’s buying. I 
ain’t going to spend a cent until 
business opens up. Don’t know 
what’s struck everybody. Catch us 
carrying a lot of dead wood. Fire 
’em, Fred.” 

“The reason we don’t get business 
is because we don’t go after the 
right kind” said Bud. ‘“We’ve been 
depending on the factories so long 
we think that’s the only kind there 
is.” 

“Huh! 
think of?” 

“Repair business—that goes on all} 
the time.” 

“Repair,” snorted Dan, ‘When 
they want anything they buy it. 
Why should we spend good money 
to go get an order for a dozen drills? 
Let ’em bring it in.” 

“There’s some things they don‘t 
know they need” said Bud, “Why 
couldn’t we sell those?” | 

“They’ll find out—fire all the 
salesmen but Charlie and Spraker. 
Keep Ball to handle what comes in.” 


Bud Wants to Show ’Em 

“T’ll bet I can show ’em things 
they ought to have and haven’t tried 
to sell,” said Bud, unwilling to see 
the organization stripped to the 
bone. 

“Go on and do it yourself then. 
Great guns, no one wants you hang- 
ing around here. If you’re so smart, 
show us some orders to prove it.” 
The “Old Man” banged down the lid 
of his rolltop desk and stamped out 
onto the street. 

Fred smiled at Bud ruefully and 
waved his hands. “Nice easy going 
man,” he commented. 

Bud was red around the ears as 
usual. 

“How many times have I got to 
show him?” he asked the world. 
But no one answered him. 
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What other kind do you 





Hence the Puddle Jumper bump- 
ing over country roads and Bud try- 
ing to prove there was business. 

At Tinkham’s place in East Har- 
riet, he had found a checker game 
and no interest. 

When he got into Ezra Todda’s 
store at Harriet Center, he inter- 
rupted a man in the act of buying. 
He kept still. 

This is what he heard. 

“Couldn’t buy a new car this year, 
Ezra. Had the old one overhauled 
and, say, she looks pretty slick. My, 
I was surprised to see how they can 
come back when you get the carbon 
out, new piston rings in and take up 
the connecting rods.” 

“Seems a pity to take a loss and 
sell a good car like yours, Sam,” 
sympathized Ezra Todd. 

“Well, now. Here I got a mail or- 
der catalog that I spent all last even- 
ing going over. They got lots of 
quirks and kinks for a car, Ezra, 
that I never thought of. Take Door 
Grips for example. I never thought 
of such a thing but I guess they’ll 
make the doors look a lot better. 











Why don’t you keep such things, 
Ezra? I druther buy ’em from you 
than send away.” 

“Keep ’em!” Ezra — snorted, 
“Shucks, I’ve had a box of them door 
grips on my shelf since last spring. 
You mean them leather covered, 
lead lined things you bend over the 
top of the door? How much are 
they in that mail order book?” 

“Forty-two cents a  pair—bet 
that’s cheaper than you sell em.” 

“Mebbe so, but ’taint cheaper than 
you buy ’em.” 

“How so?” 

“Wall, my price on them is 50 
cents a pair but you got to pay par- 
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cel post about 8 cents and a money 
order about 3 cents and 2 cents for 
a stamp and you got to wait for ’em 
to come and that makes it 5 cents a 
pair cheaper to buy from me and 
you will need two pair so there’s ten 
cents and you got to pay the mail or- 
der house before you get your stuff 
and, Lord knows, you never pay 
me!” and with that, Ezra Todd 
wrapped up four door grips and 
handed them to his customer. 

Bud moved in close. 

“Before you go can I ask you 
something?” said Bud. 

“Sure—so long’s it don’t cost any- 
thing to answer,” replied the buyer, 
winking at Todd. 

They All Get a Catalog 

“Anybody else in town get that 
catalog sent to them?” 

“Sure, most every man in the 
county got this in the mail last 
week” 

“Do you suppose they read it care- 
fully like you did?” 





a feller 
How’d I know Ezra had 
these do-funnys? Lot of money 
goes out of town, too. If I hadn’t 
thought I was going to have some 
fun with Ezra, I don’t spose I’d have 
ever mentioned them. As it is, I’m 
going—to send for a tool kit I seen 
in the magazine tother day, one of 
them Mr. Punch outfits.” 

“The deuce you are,” 
Ezra. 

“Well, I guess I am. You ain’t 
got it and you ain’t said you would 
get it. I’m going to have it.” 

“What’s it like?” asked Bud. 

“Oh, it’s got nearly everything 
you can think of, files, hammers, 
wrenches, pliers and the like.” 

Bud heaved a sigh of joy. “Mr. 
Todd’ll deliver that to you to-mor- 
row morning. We’ve got some in 
stock. I know what you mean.” 

Todd looked at Bud. I thought I 
recognized you. You’re young 
Starling ain’t you? Nobody been 
out from your place for three or 
four months.” 

All three bent their heads over 
the catalog and selected the set in 
question and after the customer left, 
Bud got a line on country trade con- 
ditions that set him tingling to get 
back to the store so as to put a plan 
to work. 

The next day he got a multigraph 
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PUT THIS IN YOUR WIN- 
DOW TOTHER SIDE 
OUT 
All the mail order houses are 
sending out their spring catalogs. 


All the farmers are studying 
them. Post office says they are 





sending out a lot of money or- 
ders. 

You’ve got the same goods as 
cheap. If you haven’t, Starling 
Hardware Co., Bend City, N. Y., 
will get them to you over night. 
Use our catalog and telephone if 
you’re in a hurry. 

Fill up your windows and coun- 
ters with repair stuff and acces- 
sories. Put prices on goods, com- 
pared with mail order prices and 
be sure to add shipping charges, 
cost of money orders, etc., when 
comparing with your prices. 

Autos, trucks, farm machinery 
and the like are going to be 
repaired this year instead of 
replaced. Get the repair business 
and shut the mail order houses 
out. 


STARLING HARDWARE CO. 
Bend City New. York 


Telephone Main 440 


letter company to set up a two-page 
circular that read like this: 

The material on the other side 
was multigraphed in blue ink with 
big type and read: 

BRING IN YOUR MAIL 
CATALOG 
We’ll Save You Money on the Same 
Goods 

Quick delivery. No money orders. 
No paying for parcel post or express. 
See what you buy before you buy it. 
Handle it here and see if it’s what you 
want. 

Big Stock of Tools and Accessories for 
Slicking Up Your Car and Imple- 
ments. 

Bud called the salesmen together 
while the “Old Man” was out to 
lunch. Starling senior had fallen 
into the habit of hanging around the 
club so Bud had plenty of time. 

The salesmen knew that all was 
not well and listened intently. 

“Pop feels that we must cut down 
expenses,” said Bud. “He says 
there isn’t any business and wants 
to lay off a lot of help inside and 
outside. You can’t blame him the 
way the orders have fallen off but I 
think we can get him to see things 
in a different light if you can do 
something along what I’ve got here. 

“Tt’ll be hard to get the dealers 
warmed up—seems like they were 
poisoned by conditions, but you can 
always wake ’em up on mail order 
competition.” 

Then he showed the signs and told 
of his trip. 

“T’ll mail these out to our list to- 
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night and I want to get you all to 
work like the devil for a couple of 
weeks on your routes. Take off 
your coats and pitch in on the dis- 
play. Use strong arm stuff if you 
have to but you’ll find most of the 
dealers will meet you at least half 
way. Get their goods off the shelves 
onto the counters and tables. If 
they haven’t got tables make tables 
out of boxes (this in anticipation 
of an alibi that Charlie Cutts was in 
the act of presenting). Be sure to 
mark the goods. Prices are import- 
ant. Mark ’em with reference to 
the mail order prices. Turnover is 
more important than hangover 
stock. Don’t cut under—keep a 
little above. You’ll have some ar- 
gument on your hands with that, 
too. But you’ll get away with it 
because it’s common sense. Work 
hard. Work evenings wherever you 
can get a man to come back and 
work with you. It’s better to work 
evenings than to lose your jobs. 
You’ll get dirty and tired, but you’ll 
get orders besides. Are you game?” 

No deep throated roar of approval 
came from the sales force, but they 
decided it was the only thing to do 
and Bud worked himself up into a 
sweat trying to get the boys to catch 
fire. 

Signs of Life 

No signs of fire came for three 
days but, lo and behold, Charlie 
Cutts telephoned in one evening say- 
ing he had to have about $200 worth 
of stuff delivered in the morning and 
would Bud bring it out in the truck. 

Bud rescued the truck from stor- 
age, blew up the tires and added a 
general stock of hopeful items to 
make weight and ballast the trip. 
He delivered the goods himself and 
worked back over the trip that 
Charlie had made for the three pre- 
vious days. He actually delivered 
half his load off the truck before he 
got back to the store. He found 
other orders by mail and telephone 
and for a week solid, he had the 
truck out every day, delivering 
“like a grocer boy,” he said, goods 
that were in demand. 

Three weeks later, the “Old Man” 
roared one morning, “Fred. Did 
you fire those salesmen like I told 
you to?” 

(Continued on page 108) 
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Revolutionizing Business in Mexico 


Our Southern Sister Has Gone Back to “Normalcy” 


and Needs Hardware from This Country 


= tne 


Chance for Manufacturers to Export Many Articles 


66 ECONOCIMIENTO,” or rec- 

ognition, is a word that is 
often used by business men, bankers 
and even peons in Mexico just now. 
The stranger is importuned for in- 
formation as to when Uncle Sam will 
pass the word along that he has con- 
fidence enough in the present Mexi- 
can Government to formally say so. 
Many large as well as small busi- 
ness ventures are held up awaiting 
this word. Certainly foreign resi- 
dents of Mexico believe the oppor- 
tune time has arrived, and Ameri- 
cans, who have lately traveled over 
the country are especially impatient 
of the delay. 

Chihuahua, the capital of the 
State of that name, is located 250 
miles south of the Texas border. 
While a city of only 40,000 inhab- 
itants, it has always been a very im- 
portant, business center, being lo- 
cated in the midst of a very rich 
mining, agricultural and cattle-rais- 
inging section. Business conditions, 
as I found them in Chihuahua the 
latter part of January, may be taken 
as typical of those all over Mexico 


By C. L. SMITH 


proper; the exceptions being in the 
States of Yucatan and Campeche. 

The Mexican fighting man, by this 
I mean the private in the ranks, has 
ascertained that revolutions only 
bring temporary advantages that are 
more than offset by later hardships 
caused by the indiscriminate de- 
struction of property no matter to 
whom it may belong. The quick 
and radical change from strife to 
peace could hardly be made in any 
except a Latin-American country 
without an aftermath of crime such 
as seems to have been brought about 
in many parts of our own country 
as a result of the great war. One 
could roam the streets of Chihuahua 
at any hour of the night, or even 
sleep in the plaza, without fear of 
being molested. 


Mexico Is Now Safe 


The foregoing is merely cited to 
show that life and property are 
again secure in Mexico, and the re- 
sultant improvement in business of 
all kinds is slow but steady. 

While many American houses are 


reestablishing offices in Mexico, and 
quite a number sending out busi- 
ness scouts, the indications are that 
they are not at all as aggressive in 
their business campaigns as are 
German houses. Merchants in all 
lines in Mexico report the receipt of 
literature and price lists all printed 
in Spanish. Especially low prices 
are made and terms offered are very 
attractive. In many cases goods 
are offered for shipment by parcels 
post, where weight and bulk do not 
prohibit forwarding in this manner. 
English manufacturers and export- 
ers are also quite active. 


Germans Are Active 


But to return to German compe- 
tition. It is well known that the 
Germans have controlled a large part 
of the hardware and machinery 
business in Mexico a number of 
years through the operation of 
stores in the different large cities. 
Many of these houses supplying the 
smaller stores. At the present time 
the bulk of stock carried by these 
stores is of American manufacture, 

















They handle heavy hardware in the Mexican store. 
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In the front of this picture can easily be seen forges. 
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but after former transportation 
channels are reopened it is idle for 
the average American exporter to 
hope for a continuance of this pat- 
ronage without a hard fight. 

One safety alternative is to so- 
licit the business of the Mexican 
hardware merchant direct, and by 
taking a leaf out of the book of our 
European competitors, the natural 
advantages of the American ex- 
porter should enable him to obtain 
and hold a large share of Mexican 
trade. 

With the object of getting first- 
hand advice and criticism from a 
Mexican hardware dealer, I called on 
Mr. Velarde, of Velarde Hermanos, 
a well-known Chihuahua house. The 
following is a condensed translation 
of our conversation: 

“First,” said Mr. Velarde, “I 
should advise all American houses 
to send traveling men to Mexico who 
speak Spanish. Next, and by no 
means an unimportant matter, is to 
send out literature in Spanish, with 
weights and measures given in the 
metric system as well as in the Eng- 
lish system. As most of our duties 
are payable at so much per kilogram, 
as well as all freights, it can readily 
be seen what a convenience this is. 

“Third, I should most earnestly 
advise American manufacturers not 
to ship us substitute goods; or, in 
other words, ‘something just as 
good.’ We have to cater. to the 
wants of our customers and are fre- 
quently badly inconvenienced in get- 
ting a customer to accept a substi- 
tute article. I shall cite only one 
example that will explain the situa- 
tion fully. In this part of Mexico 
there is a large market for irriga- 
tion hoes, such as is shown by a cir- 
cular of an English house, which I 
am giving you. It may sound in- 
credible to you, but so far we have 
been unable to obtain these hoes 
from American manufacturers. I 
do not wish to be put in the light of 
criticizing our American friends too 
much in a matter of this kind, as 
manufacturing costs in making 
changes may sometimes be prohib- 
itive, but before shipping a substi- 
tute we should be notified. 


Using the Parcel Post 
Mr. Velarde expressed surprise 
that such a comparatively few 


American exporters took advantage 
of parcels post regulations whereby 
a total of 5 kilograms, or 11 pounds, 
could be shipped and sent C. O. D., 
if desired. Many small articles 
could be delivered in this way. 

The matter of credits also came 
up, but we shall cover this from a 
banker’s viewpoint: 
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A typical scene in a Mexican hardware store. Not so different from our own 
stores except for small details of arrangement 


W. M. Butler, of the banking firm 
of Russek & Co., Chihuahua, who 
has spent many years in Mexico, 
stated that there were banks in 
every important city in Mexico that 
would be very glad to give confiden- 
tial reports, when asked for them 
by responsible firms, and that these 
reports would naturally be more re- 
liable than any that could be fur- 
nished by regular commercial agen- 
cies. He also said that the banks in 
many instances could handle ac- 
counts in their territory in a man- 
ner that should be satisfactory to 
both shipper and merchant. “As a 
rule,” he stated further, “old estab- 
lished Mexican firms are very jeal- 
ous of their standing and represent 
a very high moral risk where cred- 
its are concerned.” 

In conclusion, it is the writer’s 
candid opinion that Mexico will be 
a wonderful field for American ex- 


porters of hardware and kindred 
lines much sooner than is generally 
anticipated. Capital has already be- 
gun to come in. Ranches are being 
restocked and in spite of the low 
prices of many’ metals, arrange- 
ments are under way for reopening 
many mines that have been idle 
through most of the revolutionary 
period. Stocks are very low and it 
is a question for Americans to de- 
cide whether they shall procrastin- 
ate and let Europe get a firmer foot- 
hold, or whether they shall spend a 
little money and preliminary work 
to get and keep business that right- 
fully belongs to them. 


The Hampden Mfg. Co., Inc., has 
moved its offices from 106-108 Fulton 
Street to 17 Warren Street, New York. 
The new location affords better facil- 
ities and more space to carry on the: 
duties of the office force. 
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Tariff Committee Tackles Metal Schedule 


Cutlery, Firearms and Clocks to Receive 
Special Attention—New Law Will Require 
Goods to Show Country of Origin 


WASHINGTON, April 4, 1921. 


ITH the special session of Con- 
W gress meeting a week from to- 
day, the tariff tinkers of the 
House of Representatives are in full 
swing, their purpose being to complete 
a comprehensive revision of the Un- 
derwood-Simmons tariff law at the 
earliest practicable moment. Several 
preliminary measures, including a 
farmers’ relief tariff bill, an anti- 
dumping measure, and a bill substi- 
tuting domestic for foreign market 
value as the basis for invoicing valu- 
ations, which I described last week, 
will probably be considered before de- 
bate on the general tariff bill is begun, 
but these are mere trifles compared 
with the Congressional leaders’ big job 
of junking the Underwood-Simmons 
tariff schedules and providing a new 
system of scientific rates designed to 
make the world safe for American 
industry. 


Schedule Presents Peculiar Problems 


Recognizing the undeniable fact that 
the metal schedule presents some prob- 
lems all its own, and that it is essen- 
tial to the welfare of the entire coun- 
try that this basic industry shall re- 
ceive the most intelligent treatment in 
the tariff revision, a special subcom- 
mittee has been appointed which is al- 
ready up to its eyes in the facts and 
figures gathered at the hearings held 
before the Ways and Means Commit- 
tee last February. This subcommittee 
is composed of Messrs. John Q. Tilson 
of Connecticut, chairman, Luther M. 
Mott of New York, and Charles B. 
Timberlake of Colorado. 


By W. L. CROUNSE 


In selecting this subcommittee, 
Chairman Fordney has endeavored to 
pick not only thoroughly competent 
men, but those whose experience has 
been such as to give them a good back- 
ground for the consideration of the 
problems of the metal schedule. Each 
man has had a broad business train- 
ing, and all of them are familiar with 
certain phases of metal production. 


Something About Tilson 


John Q. Tilson stands out as one of 
the few men who in the early days of 
the great world war saw what was 
coming and early and late demanded 
that Congress should make adequate 
preparation for America’s participa- 
tion, which he felt could not be 
avoided. It was Tilson who framed 
and introduced half-a-dozen joint reso- 
lutions authorizing appropriations to 
enable the Government to equip half-a- 
dozen big private plants with the nec- 
essary machinery for turning out ser- 
vice rifles, pistols, shells, time-fuses 
and numerous other devices for which 
he knew there would soon be an urgent 
demand. Battling night and day in 
the interest of these measures, he 
finally forced Congress to make the 
desired appropriations, although Uncle 
Sam had thousands of men on the fir- 
ing line before it was possible to pro- 
vide the necessary material to equip 
them, owing to the reluctance of some 
of Tilson’s timid colleagues to give him 
adequate support. 

When I tell you that John Tilson 
is familiar with practically every metal 
working plant in Connecticut, I need 
say no more. Outside of the basic ma- 
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terials of iron and steel about every 
commodity produced of metal is made 
in the little old Nutmeg State. 

Luther M. Mott of New York has 
made a careful study of the metal in- 
dustry in the Empire State and is re- 
garded as one of the best informed 
members of the Ways and Means Com- 
mittee. 

Charles B. Timberlake looks after 
the mining end of the metal schedule 
and knows what is going on, not only 
in Colorado, but in all of the impor- 
tant mining states of the Middle and 
Far West. 


Tilson’s Views on the Tariff 


Mr. Tilson’s attitude toward the re- 
vision of the metal schedule is frankly 
set out in an authorized statement 
which I am permitted to quote, and 
which will give readers of HARDWARE 
AGE a clear idea of his point of view. 
He says: 

“Our subcommittee has started work 
on the metal schedule methodically and 
we shall go through the various para- 
graphs one at a time, considering each 
in connection with the data collected 
by the Tariff Commission, the facts 
presented at the hearings before the 
Ways and Means Committee and the 
various briefs and memoranda which 
have been presented by persons spe- 
cially interested. We are seeking all 
the information we can obtain in re- 
vising each paragraph, weighing it in 
connection with the reports of exports 
and imports during the past year, 
which give an important insight into 
the effect which the absence of a pro- 
tective tariff has had on certain lines 
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of industry and giving due considera- 
tion to the opinions of the tariff ex- 
perts which the Treasury Department 
has placed at our disposal, seeking to 
arrive at fair and just rates which will 
be protective without being improperly 
high. 
Revision to Be Conservative 


“We are not following the Payne- 
Aldrich law closely, as some persons 
have believed, for the facts we now 
have before us show that conditions 
have so changed that this would be un- 
wise, but in some cases have made but 
trifling changes in the present law, 
where it is apparent that the Under- 
wood law has worked satisfactorily as 
a revenue tariff and where protection 
is no longer needed. 

“The hearings on the tariff have been 
completed and the subcommittee has 
no facilities to hold further hearings, 
even if we had the time, but the sub- 
committee will be glad, of course, to 
receive information or facts which may 
be helpful in drafting this part of the 
tariff bill from those who are inter- 
ested in these matters. From time to 
time we shall probably call in men who 
are experts in various lines of the 
metal ingustry for their advice and 
help. Our purpose, of course, will be 
to get the best possible information in 
every item in this schedule. 


Little Increase on Basic Products 


“With reference to the heavier steel 
products, I might say that the facts 
before us have not shown that there is 
any particular need for an increase of 
the tariff rates. In cases of this kind 
I believe the dispositon of the sub- 
committee will be to stick to the rates 
of the Underwood law, more as a 
means of obtaining a small amount of 
revenue than for _ protection. In 
classes of this kind, it may seem wise 
to leave the door open, at least partly, 
for whatever revenue can be obtained 
when it is apparent that protection is 
not a necessity. 

“It is becoming clearer and clearer, 
I think, that the tariff is fundamentally 
a labor question and that the need of 
protection is based primarily on the 
difference in labor costs here and in 
foreign countries. The manufacturer 
himself does not need a_ protective 
tariff as much as the man who works 
for him does. If we are to keep up the 
standard of wages in the United States 
we must prevent the flooding of our 
markets with articles made in coun- 
tries where the standard of wages is so 
much lower than our own.” 


Representative Men Invited to Wash- 
ington 


Pursuant to the decision of the sub- 
committee to summon experts in vari- 
ous lines of the metal industry to ob- 
tain their advice and help, Mr. Tilson 
has invited half-a-dozen representative 
men to come to Washington at once 
and remain here as long as may be nec- 
It need hardly be said that 


essary. 
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the invitations are being promptly ac- 
cepted. 

As representing the cutlery manu- 
facturers of the country, Charles M. 
Rockwell, of Meriden, Conn., has been 
summoned. He is recognized through- 
out the industry as an authority and 
will undoubtedly have great influence 
in framing the new cutlery schedule 
which, in the present law, is one of 
the most complicated features of the 
tariff statute. 

Walter Camp, of New Haven, Conn., 
has been invited to appear as the rep- 
resentative of the manufacturers of 
clocks, an important New England in- 
dustry. Mr. Camp will speak for the 
clock producers of the entire country. 


Firearms to Be Carefully Considered 


Another schedule that is to be re- 
vised with special care is that relating 
to firearms. In order to secure au- 
thoritative information concerning this 
industry, the Colt Firearms Co. has 
been requested to send an expert to 
aid the subcommittee. 

Mr. Tilson and his colleagues believe 
that it is most essential that a clear 
understanding should be had of the re- 
quirements of the basic products of 
iron and steel from the standpoint of 
protection, and an invitation has there- 
fore been extended to the United States 
Steel Corporation and to the Crucible 
Steel Co., to send to Washington 
men capable of speaking with author- 
ity. President J. A. Matthews, of the 
Crucible company, will probably repre- 
sent that corporation. 

There are some peculiar problems 
with reference to fabricated steel which 
the committee is anxious to discuss 
with an expert. To obtain reliable in- 
formation on this score, a representa- 
tive of the Roebling Co. of Trenton, 
N. J., has been invited to confer with 
the subcommittee. 


That Puzzling Cutlery Schedule 


No feature of the administrative 
provisions of the metal schedule will 
receive more careful attention at the 
hands of the Tilson subcommittee than 
those embraced in the cutlery schedule. 
The interest in this schedule is due 
not only to the importance of properly 
adjusted rates of duty, but also be- 
cause of the necessity of providing 
mandatory regulations respecting the 
marking of cutlery to show the coun- 
try of origin. 

Never before in the history of the 
United States has the question of iden- 
tifying imported material assumed 
such vast importance as to-day. Irre- 
spective of the popular feeling against 
German products, there is everywhere 
manifested a desire on the part of both 
distributors and consumers to know the 
country in which the goods they buy 
were produced. 

Much of this feeling is purely senti- 
mental, but more of it is based upon 
the desire of farsighted business men 
to establish reciprocal trade relations 
with those countries which afford the 





85 


most promising field for the sale of 
American goods, so from this stand- 
point it is highly desirable that every 
product that can be marked to show 
country of origin should be identified 
in such a way that even the ultimate 
consumer may be afforded ocular evi- 
dence as to the country producing the 
things he buys and uses. 


Tariff Commission Is on Job 


The United States Tariff Commission 
is making a_ special study of this 
phase of customs administrative law, 
and it is probable that the new tariff 
bill will contain not only many specific 
requirements as to the marking of 
goods to show country of origin but 
some sweeping general provisions ex- 
tending this policy far beyond the 
limits of any previous act 

The framers of the Underwood- 
Simmons tariff law were not wholly 
unmindful of the necessity of identi- 
fying imported cutlery. This will be 
seen from an examination of the fol- 
lowing provisions of the act of Octo- 
ber 3, 1913, which I quote in order 
that readers of HARDWARE AGE may be 
familiar with the rates of the present 
law which the Tilson subcommittee is 
now preparing to revise: 


Cutlery Schedule of Present Law 


“128. Penknives, pocket-knives, clasp 
knives, budding knives, erasers, mani- 
cure knives, and all knives by whatever 
name known, including such as are de- 
nominatively mentioned in this section, 
which have folding or other than fixed 
blades or attachments and razors, all 
the foregoing, whether assembled but 
not fully finished or finished, valued 
at not more than $1 per doz, 35 per 
centum ad valorem; valued at more 
than $2 per dozen, 55 per centum ad 
valorem; Provided, That blades, han- 
dles, or other parts of any of the fore- 
going knives, razors, or erasers shall 
be dutiable at not less than the rate 
herein imposed upon the knives, razors, 
and erasers, of which they are parts. 
Scissors and shears, and blades for the 
same, finished or unfinished, 30 per 
centum ad valorem; Provided, further, 
That all articles specified in this para- 
graph shall, when imported, have the 
name of the maker or purchaser, and 
beneath the same the name of the coun- 
try of origin die-sunk conspicuously 
and indelibly on the blade, shank, or 
tang of at least one or, if practicable, 
each and every blade thereof. 

“129. Sword blades and swords and 
side arms, irrespective of quality or 
use, in part of metal, 30 per centum ad 
valorem. 

130. Table, butchers’, carving, cooks’, 
hunting, kitchen, bread, butter, vege- 
table, fruit, cheese, carpenter’s bench, 
curriers, drawing, farriers’ fleshing, 
hay tanners’, plumbers’, painters’, pal- 
ette. artists’, and shoe knives, forks and 
steels, finished or unfinished, without 
handles, 25 per centum ad valorem; 
with handles, 30 per centum ad valo- 
rem; Provided, That all the articles 
specified in this paragraph, when im- 
ported, shall have the name of the 
maker or purchaser, and beneath the 
same the name of the country of origin 
indelibly stamped or branded thereon 
in a place that shall not be covered 
thereafter.” 
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You will note from the italicized 
provisions in Sections 128 and 130 that 
the present law is very definite re- 
specting the requirement that these 
goods shall be marked to show the coun- 
try of origin. It can safely be as- 
sumed that these provisions will be 
retained, possibly with the addition of 
a clause specifically penalizing un- 
marked importations by requiring them 
to be re-exported or stamped with the 
country of origin before being released 
from customs custody. In effect, this is 
the present practice. 

Watching Boomers of Sales Tax 


Congressional leaders are following 
with deep interest the organization in 
various parts of the country of the 
movement to secure the enactment of a 
general sales or turnover tax. The 
most conspicuous unit of the kind is 
the Sales Tax League of America, In- 
corporated, which was recently launched 
in New York. 

According to the prospectus of the 
organization, it has for its object “the 
initiation of a nation-wide campaign in 
behalf of a general sales or turnover 
tax as a substitute for the present na- 
tional taxation system.” This organi- 
zation has opened a branch office in 
Washington and has already begun the 
preparation of a bill which will be of- 
fered to the Ways and Means and 
Finance Committees as soon as the in- 
ternal taxation phase of the revenue 
problem is taken up. 

Members of Congress have recently 
received copies of a brief statement 
drafted by Hazen J. Burton of Minne- 
apolis, president of the League. He 
outlines the advantages of this plan of 
taxation in part as follows: 

“Notwithstanding the complete break- 
down of the present system of taxa- 
tion, the tax experts who devised it 
now propose to continue it in operation 
with some revisions and exemptions. 
But revisions and exemptions will not 
meet the situation. 

“A better, simpler and wholly new 
method is required, and the business 
man must lend his business experience 
in solving his own tax problem. Ef- 
fectively to aid the return of prosperity 
in this country, we must promptly lift 
from the shoulders of business the 
blight of the present method of taxa- 
tion by substituting therefor a general 
sales tax. 


Would Raise Large Sum 


“It has been calculated by some of 
our soundest thinkers that a sales tax 
of one per cent on all business turn- 
overs would return at least $2,000,000,- 
000 in revenue annually. This amount, 
plus that derived from a moderate in- 
come tax and other existing sources of 
revenue, would furnish more than the 
$4,000,000,000 required each year by 
the Government. 

“Although four billions of revenue 
from taxes is now necessary each year, 
for Government operation, this in it- 
self need not cripple business or stifle 
initiative, provided the method of levy- 
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ing and collecting this amount is im- 
proved. At present we pay taxes under 
a process which is unnecessarily bun- 
glesome, burdensome, inequitable and, 
since the war, inadequate. 
“Concretely, the advantages of a gen- 
eral sales tax are: It will undoubtedly 
produce all the revenue needed; under 
it the flow of revenue will be prompt, 
constant and dependable; it will be 
paid by the whole body of the people, 
but in infinitely small amounts by each 
individual; it is simple in operation, 
and will be promptly, completely and 
economically collected without burden- 
ing anyone; when supplemented by a 
moderate income tax it will rest equi- 
tably on all; it will abolish the present 
harmful method of class taxation and 
business will promptly get back on its 
feet and prosperity return; it will re- 
duce the high cost of living, without 
reducing the profits of the producer.” 


Sales Tax Gaining in Strength 


There can be no doubt that very 
substantial progress has recently been 
made in the movement for a sales tax 
of some kind. There is a sharp con- 
flict, however, between the advocates 
of the two types of this impost, namely, 
the retail sales tax, and the turnover 
tax. 

Undoubtedly a turnover tax at the 
rate of one per cent on every transac- 
tion would produce between $3,000,000,- 
000 and $4,000,000,000, and would jus- 
tify the repeal of nearly every other 
internal revenue levy. Even at the 
rate of one-third of one per cent, which 
was suggested by Otto Kahn, the well- 
known New York banker, in an argu- 
ment before the Ways and Means Com- 
mittee, a round billion dollars could be 
obtained. Opposition to the turnover 
tax, however, is very strong, because 
of the pyramiding that would result 
and which would parallel the abuses 
that have arisen under the excess 
profits tax law. 


Would Allow Repeal of Excess Profits 
Tax 


A retail sales tax, which would be 
paid only upon the final transaction in 
which the merchandise passes to the 
ultimate consumer, is estimated to net 
about $700,000,000 if levied at the rate 
of 1 per cent. This rate would prob- 
ably produce more than the estimate 
quoted, but in any event would fully 
justify the prompt repeal of the ex- 
cess profits tax. 

The retail sales tax, it is urged, 
would be easily collected, and at little 
cost to the Government for supervision. 
Each month every retail merchant in 
the land would draw a check for 1 per 
cent of the total sales for the preceding 
thirty days, and forward it to the Col- 
lector of Internal Revenue for the dis- 
trict in which his establishment was 
located. 

With such a tax the Government 
would receive each month one-twelfth 
of its annual revenue from this impost, 
and consequently there would be a 
steady flow of funds into the Treasury 
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which would go a long way toward ob- 
viating the necessity for the issuance 
of Treasury certificates, which now re- 
quire to be floated every few weeks 
to tide Uncle Sam over from one in- 
come tax payment to the next. 


Calder’s Housing Report 


Emphasizing the fact that there is 
now a shortage of one million hibita- 
tions in the United States, and that if 
the rate of construction through the 
last six years should not be exceeded 
during the coming six years, the short- 
age will be not far from two million 
dwellings, Senator Calder’s Committee 
on Reconstruction and Production has 
made public its report to the Senate. 
Accompanying the report are the 
drafts of no less than ten bills, the 
passage of which the Committee urges 
to solve the housing shortage problem, 
or at least to alleviate existing con- 
ditions. 

The great needs of the building in- 
dustry are better transportation, abun- 
dance of fuel, home credits or loans 
and full information on the best 
methods of construction and of city 
planning, the committee reports, and it 
points out that legislation by the Fed- 
eral Government is essential to carry- 
ing out plans which the committee be- 
lieves vital to reconstruction. 


Blames Coal Profiteers 


In the course of its survey into con- 
ditions, the committee lays blame upon 
coal profiteers for their part in rais- 
ing construction costs and thus aggra- 
vating the housing shortage. 

The committee reports that evidence 
taken before it proves that last year 
there was both an artificial shortage of 
supply and unconscionable profiteering 
in price. The committee finds no ex- 
cuse in the great enhancement in price 
which the evidence clearly shows was 
participated in by operators, operator 
brokers, wholesalers and retailers, ag- 
gravated by the entrance into the field 
of quick and easy profits of a horde 
of speculators who have had no de- 
fenders before the committees. The 
committee emphasizes the need for leg- 
islation to prevent a recurrence of 
wholesale profiteering. 

Concerning the money side of neces- 
sary construction work as a whole, the 
committee says: 

“It is probably not an exaggerated 
statement to say that from $10,000,- 
000,000 to $20,000,000,000 is necessary 
to provide the structural facilities 
which would have been in use now had 
not the war occurred. Necessary rail- 
road construction has been estimated 
as high as $6,000,000,000 and 1,000,000 
homes at $5,000 each would require 
$5,000,000,000; public utilities, high- 
ways and waterways, taken together, 
would require several billion dollars in 
addition. Until this construction has 
taken place, the nation must do without 
conveniences to which it was formerly 
accustomed.” 


(Continued on page 108) 


ae eae ieee 

















We Will Have No Difficulty with China 


Glassware and China Will Both Sell When the Mer- 
chant Gets Behind a Regular Campaign—How to 
Display Fragile Articles Most Attractively 


HERE is a good, sound reason 

for the hardware man to sell 

china and glassware to every 
housewife who lives near enough to 
trade with him, but according to suc- 
cessful salesmen of these lines there 
are a great many dealers who do not 
go any further, and who blame the 
stock, and the weather and poor old 
overworked H.C.O.L. and goodness 
knows what all instead of themselves 
where the fault really lies. 

According to one enthusiastic and 
successful salesman, the world con- 
tains two kinds or species of hard- 
ware dealer, the one who may be told 
how to sell china and glassware, and 
the one who may not be told. 

Also, according to the same au- 
thority, the first one will very soon 
push the second variety entirely off 
the earth. 

There is no doubt about the ad- 
visability of the hardware dealer 
selling these two lines. In the first 
place, the demand is constantly in- 
creasing for both; in the second 
place, women have come to recognize 
the convenience and efficiency of 
shopping near at hand instead of 
taking long journeys. If the house- 
wife finds the china and glassware 
she wants in the local hardware 
store she will buy it. In the third 
place, a woman who buys kitchen 
ware is already “sold” on the table 
settings for the food she cooks. In 
the fourth and any number of more 
places, there is good money to be 
made in china and glass ware—if it 
is sold. 

The salesman mentioned before 
had a good deal to say about this all 
important “If” and what he said 
was worth listening to. 


The Salesman Helped 


His first experience was one he 
never forgot. He was young, ambi- 
tious and perhaps a little overeager 
to make his sale but he was proud 
of the fact that a merchant in a small 
Middle West town bought $500 worth 
and he hustled the goods to him. 

Three months later the salesman 
called again with visions of a re- 
order only to find that not a single 
piece had been sold—not one piece. 
There it was on the shelves—on the 
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counter, back there in the crates; 
mixed up with other stock; scattered 
about and covered with dust. That 
dealer is firmly convinced that he 
was a fool to depart from the prin- 
ciples of his grandfather and rush 
into new fangled lines. The sales- 
man knew through his experience 
with other orders that no woman 


and the right words ready. The 
dealer who follows in the steps of 
his grandfather is fast disappearing, 
and the hardware store is often one 
of the biggest and most progressive 
in town. The salesman never forgot 
the object lesson of his proudly 
recorded first order unsold in the 
dingy old store, but in time he 
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Displaying just a few pieces of china in the window is best 


would buy dusty china mixed up 
with other things, but the dealer be- 
longed to the class who can’t be told 
anything and he still has the china, 
very likely. 

It is useful to learn what not to do, 
but the best lessons are those which 
tell us how to use our brains, to 
sharpen our wits and keep eyes open 
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came to look upon it as a joke, 
and it only emphasized the many 
delightful experiences in other places 
where grandpa was not allowed to 
keep the store. 

The experiences of a successful 
salesman are the most valuable sell- 
ing points which the dealer can get, 
and in the matter of china and glass 
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ware they are especially so just now, 
owing to conditions of supply and 
demand in these lines. It has been 
almost impossible to get a good se- 
lection of china until lately, for one 
thing, and the popular taste has come 
to be very exacting. Even cheap 
lines must be refined in their decora- 
tion. 
The Right Display Methods 


The first and most important fea- 
ture in the sale of china or glass 
ware in the hardware store is dis- 
play, and this does not mean merely 
having it clean and in sight. The 
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Experience shows that the open 
pattern is by far the most satisfac- 
tory for the dealer to handle. In 
the first place, he can be sure that 
the woman who begins to buy the 
pattern must come back to him to 
buy the next piece or pieces. In a set 
pattern she might see something else 
which appealed to her somewhere 
else. 

Another reason for handling the 
open pattern is that the dealer can 
stock up on it when he has the 
money. 

Experience on the road shows a 

















Cut glass can always be tastefully shown 


most successful displays’ of these 
lines are usually smaller than one 
would expect but composed of single 
pieces separately set out. Sometimes 
it is in a corner of a show case, just 
a few pieces of the most attractive 
designs; sometimes it is on a table, 
but always the pieces have plenty of 
“elbow room” and there is the idea 
of a display, not of stock. Piled up 
plates or dishes are not impressive, 
they are only clumsy. One is all 
that is necessary to show. There is 
an air of elegance about such.a dis- 
play which appeals at once. 


prospect for excellent business in 
both china and glass ware, but in 
every case where this comes true it 
will be the fighter who gets it, the 
man who makes his displays tell the 
housewife a good story, It’s a good 
thing to educate the woman to buy 
at her local hardware store—if you 
are going to have the goods and to 
let her know that you have them, 


President J. Charles, Hibbard, Spen- 
cer, Bartlett & Co., returned to Chicago 
March 15 from a several weeks’ plea- 
ure trip through California. 
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SOLDER TRADE NAMES 


“Trade usage and trade parlance 
very often create conditions and terms 
which, although common, perhaps are 
not fully understood by many who use 
them,” says the Chan-Farco Beacon, 
published by the Chandler & Farquhar 
Co., Boston. 

“The solder that we stock,” it con- 
tinues, “is designated by letters as to 
the content. The following parallel 
columns show our method of branding 
quality with the trade parlance method 
and the content to which the various 
designations refer. 


Mfrs. Brand Trade Parlance Content 
A 60-40 
B Warranted 50-50 
C Guaranteed 48-52 
D Strictly 45-55 
E Standard 42-58 
F Commercial 40-60 
G 39-61 
H 38-62 


“Considerable confusion has always 
been set up because of these trade 
names. Sometimes a maker offers 
Guaranted, which he knows contains 
48-52. Almost all the trade solders are 
marked ‘half and half,’ in addition to 
the trade name, making them read— 
‘Warranted Half and Half,’ ‘Guaran- 
teed Half and Half,’ ‘Standard Half 
and Half,’ and so on. Often the buyer 
is only familiar with the idea that he 
ought to have a 50-50 solder and is 
misled by the expression ‘half and 
half,’ which is often carried on bars 
with the trade names. We believe that 
it would be best for all concerned if 
solder bars were marked plainly 50-50, 
or 48-52, or 40-60, no matter what 
name they might have, so that the buy- 
ing trade would know exactly what it 
was getting. In the long run this 
would be the safest policy to pursue. 

“In general, a man doing soldering 
wants the easiest flow and the strong- 
est material that he can get. For all 
general purposes, this is the 50-50 mix- 
ture. The class of work will allow him 
to reduce the tin content, as for in- 
stance in the radiator trade; there the 
40-60 mixture is the most common one. 
On the other hand, we find the radia- 
tor manufacturers buying the 50-50 
when they are obliged to do work by 
hand, as for instance in patching and 
correcting leakages. Sometimes the 60 
tin, 40 lead is used on work where the 
cost of the material is of no impor- 
tance, and the work 1s intricate or 
complicated, and no particular strength 
in the joint is required. 

“In general, the ease with which the 
solder can be handled by hand is im- 
proved in proportion to the tin con- 
tent. For all general purposes, the 
50-50 solder is the most satisfactory 
material.” 


The Oneida Community, Ltd., have 
just brought out a new design in Com- 
munity Plate—the Grosvenor. It is a 
raised design of the Adam period, in 
bright platinum finish, and is attract- 
ing much favorable attention from the 
trade. 
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What About Metal Prices? 


By A. Hoyt Levy 
Secretary of the United American Me tals Corp’n. 


[= industry in which the writer is 

mutually interested with the hard- 
ware and mill supply industry, is that 
of metals—particularly lead, tin and 
copper. These metals go to make up 
babbitt, solder and brass, three impor- 
tant items in hardware and mill sup- 
plies. We’ve heard a lot of loose talk 
that these metals are going lower or 
that they are going higher, according 
to whether the talker was a bull or a 
bear. It is my intention to offer here 
facts from which, regardless of my 
personal opinion, the reader may draw 
something like definite conclusions as 
to whether this is an opportune time to 
contract, or whether it is better to buy 
only for immediate needs. 

The first question of fact is whether 
metals are now high or low, and why. 
To discuss this intelligently, we must 
consider not only the supply and de- 
mand of raw metals, but also of fin- 
ished products containing these metals. 

Tin has shown a wider range of fluc- 
tuation than any of the metals. This 
is due, to a considerable extent, to a 
pretty little fight that had been going 
on within that industry. Straits tin, 
which influences all other brands and 
grades, is the chief industry of the 
Straits Settlements. When the slump 
came recently, the Malay Government, 
which controls the mines, became 
alarmed and put a fixed price on this 
commodity. This action did not appeal 
to a circle of bears in London and New 
York, who after several sharp attacks. 
forced the price back. Attacks and 
counter attacks occurred daily and only 
a short time ago the Malay Govern- 
ment threw up the sponge. This gave 
the bears their opportunity and tin at 
this writing is lower than it has been 
in over a decade. 

On the other hand, a factor that must 
be considered seriously is that of the 
expected tariff on tin. The influence 
brought to bear by the powerful Amer- 
ican tin interests is too strong to be 
overlooked. The suggested rate of 
tariff is 10c. per lb., about 30 per cent 
on the market price at this writing. 
Should the tariff go through, the buyer 
of solder and babbitt will find it firmly 
tacked on to the prices of these articles 

The supply of tin now is greater 
than the demand. So that the main 
question, so far as tin is concerned, is 
answered by your own judgment as to 
how long the present disinclination to 
buy will continue and the probabilities 
of plastering on a tariff. 


The Foreign Exchange Situation 


Still another phase to consider in 
connection with the future price of tin, 
is the fluctuating value of English 
money. This phase did not require at- 
tention in years past because the Eng- 
lish pound sterilng was king-pin with 
Old Man Mammon. 


But things have 





changed in the status of kings and now 
the American dollar is the big it. And 
so the price of tin, as of all British 
products sold in sterling, correspond- 
ingly advances and declines with the 
value of sterling when exchanged into 
dollars. Just now sterling is low as 
compared to its value before the war. 

Now for that other important metal 
—lead. A big part of this metal goes 
into the manufacture of lead pipe, 
sheet lead, solders, babbitts and type 
metal. Hardware and supply dealers 
are only acquainted with the first four 
of these items. But let me tell you 
that the printing and publishing indus- 
try eats up enough lead to cut a big 
hole in the supply of this metal. 

Lately we’ve been hearing a lot about 
the present production of lead costing 
more than the producers are getting for 
it. Makes one inclined to ask, why the 
deuce do they go on producing, if it 
costs them more to produce than they 
get for it. 

Perhaps these facts will, in part, ex- 
plain this apparent paradox. It does 
cost the producers more to mine and 
smelt lead to-day than they’re getting 
for it. Yet some of these lead mines 
are actually making money. It hap- 
pens that some of the large lead mines 
produce an ore that carries silver. Our 
Government pays $1 per ounce for the 
silver extracted from the ore. So that 
it pays to operate these mines for the 
silver they get out of them. As for 
the less fortunate lead mines, those 
who were not born with silver spoons 
and are still operating, if they’re mak- 
ing money, they are wizards. 

I dislike handing out figures. That 
figures are facts nevertheless cannot 
be entirely denied. So here are a few 
that may help to clarify your minds 
while solving the puzzle of prices: 

Taking 1913 as the nearest year in 
which conditions were normal, the out- 
put of lead was 436,430 tons. Then 
came the war which threw out of gear 
statistics for comparison purposes. So 
we jump to 1918, 1919 and 1920. Tak- 
ing the average of the three years, the 
output was 490000 tons, as compared 
to 436,430 tons in 1913. You’ll see a 
little later where these figures come 
into the game. 

Here are some extracts from the 
U. S. Geological Survey reports on con- 
ditions as they existed about three 
months ago: 

“In Colorado about 10 per cent of the 
usual output of lead is reported as he- 
ing made; in Coeur d’Alene, Idaho, 
about 71 per cent; in Butte district, 
about 28 per cent. The Utah Apex, a 
large lead producer, is closed. The 
Ohio and Colorado smelter at Salida, 
Colo., closed early in 1920—will operate 
when conditions are more favorable.” 


Not Carrying Stock 
There is hardly a jobber in the coun- 
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try to-day who carries as much as 25 
per cent of the lead and lead products 
stock carried when conditions were nor- 
mal. Our salesmen reported from 
every part of the country that jobbers’ 
stocks were almost depleted. Not for 
twenty years or more has there been 
so little stock of lead and lead products 
in dealers’ and users’ hands. 

All of this metal will have to be re- 
placed, and it’s going to take a stupen- 
dous amount of lead to do it. When 
the housing problem is solved, and a 
solution will have to come soon, there 
will be a greater call for lead pipe, 
sheet lead and solder, than we’ve ever 
had in the history of the country. If 
this demand comes suddenly and all at 
once, instead of gradually, it will be a 
heavy drain on the stocks in hand and 
prices will shoot up. If the demand in- 
creases gradually the mines now closed 
will start operations, production in all 
mines will increase and prices will 
slowly rise to their level. But here we 
are confronted with those dry figures, 
which show that in spite of the closed 
mines and curtailed production, the 
present output of lead is more than it 
was in the average pre-war year. From 
this it would be logical to deduce that 
with the opening of some mines and in- 
creasing the output of others, the addi- 
tional tonnage produced should reduce 
prices if anything. But—and this is 
the pivot on which all our questions 
turn—will even the increased tonnage 
be anything like enough to meet the 
demands when building operations start 
anew, mills open up, and European 
affairs settle to a point where they can 
get credit for the mountains of metal 
they need so badly? 

Much that has been said here applies 
to copper as well as to tin and lead. 

In the New York Evening Post of 
Feb. 5, we read that February finds 
the copper industry in better shape 
than it was at the end of 1920. “Better 
shape” means higher prices. The “bet- 
ter shape” is accounted for by the rad- 
ical curtailment of production and the 
increased export demand. The project 
for financing the export of 400,000,000 
pounds of copper will take that amount 
of metal out of the American market. 

The Journal of Commerce on Feb. 8 
makes the comment that “even if 400,- 
000,000 pounds should be offered at 
prices sufficiently attractive to move it, 
there would follow a period of waiting 
until this low priced metal has been 
consumed, before the producers could 
reap the benefit of an improved de- 
mand at higher prices.” 

The italics are mine. I just wanted 
you to note the silver lining back of 
the producers’ cloud. 

According to the New York Evening 
Post, “if American- production would 
be curtailed completely, there would be 
enough copper on hand to fill our do- 
mestic and export requirements for 
seven months at pre-war rates.” And 
although one would be led to believe 
from this that there is no reason to 
expect a substantial advance in the 
price of copper, the author of that as- 
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sertion in the next breath says that by 
fall the price of copper should reach a 
figure that is about 5c. higher .than its 
present quotation. For my part I 
should call this a big, healthy advance 
for so short a period. 

But along comes the Daily Metal Re- 
porter and they throw a scare into the 
copper men with a lot of pointed facts 
to prove that they’re going to get 
stuck good and plenty: 

“Another field in which copper has 
been losing is the pin industry. The 
Government report on the metal used 
in pins during the year 1914 placed 
the total consumption at 1,837,518 
pounds, of which 641,121 pounds went 
into steel pins and 1,196,397 into brass 
pins. The annual consumption of pins 
has increased since then, but the gain 
has been in steel. To-day only half the 
pins made are of brass.” 


Summing the Matter Up 


And now, having discussed the ques- 
tion of prices from various points and 
angles, the reader may draw his own 
conclusions. I have no hesitancy in 
expressing mine—that prices of the 
products discussed will move up strong- 
ly. 
very long delayed. The solution of the 
housing problem is, next to the Euro- 
pean problem, the biggest factor. It 
is almost certain that building will 
shortly start up at high pressure, open- 
ing a big market for plumbers’ sup- 
plies and building hardware. Anybody 
who has followed the European ex- 
change will see that an improvement 
is evident even in the weakest coun- 
tries. Other projects for financing 
foreign operations will doubtless fol- 
low the copper. project mentioned 
above. 

It does not seem probable to me that 
prices will go below their present level. 
There is nothing that I can see on 
which to base a reason for further de- 
pression. The present depression I be- 
lieve is an abnormal condition, due 
mainly to the fact that the people sim- 
ply won’t buy. Whether it’s fashion or 
fear that’s back of it—the condition is 
unprecedented. But it is not funda- 
mentally sound and a change is due to 
come pretty soon, so that the public 
will at least purchase without being 
extravagant. 

It is to be hoped that the revival of 
business will not bring all purchases in 
the market at one time, as this will 
force up prices to as unhealthy a state 
as the present depressed prices are in. 
We have been advising our trade to 
cover moderatley on their requirements 
for the year. If all buyers would ac- 
cept this advice business will improve 
naturally and prices will not be ad- 
vanced beyond their normal positions. 


The Laundryette Manufacturing Co., 
makers of Laun-Dry-Ette, announce 
the recent publication of the first num- 
ber of their new sales bulletin known 
as the “DRYer.” This booklet on ad- 


vertising and selling ideas will be sent 
from time to time to each Laundryette 
dealer. 





I believe this advance will not be’ 
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Coming Hardware 
Conventions 


PANHANDLE HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ama- 
rillo, Tex., May 9, 10; 1921. C. 1. 
—— secretary-treasurer, Canyon, 

ex. 


HARDWARE ASSOCIATION OF THE CARO- 
LINAS CONVENTION AND EXHIBITION, 
Greensboro, N. C., May 10, 11, 12, 13, 
1921. Headquarters, O. Henry Hotel. 
T. W. Dixon, secretary-treasurer, Char- 
lotte, N. C. 


AMERICAN HARDWARE MANUFACTUR- 
ERS’ ASSOCIATION CONVENTION, Atlantic 
City, N. J., May 11, 12, 13, 1921. Hotel 
headquarters, Marlborough-Blenheim. 
F. D. Mitchell, secretary-treasurer, 
4106 Woolworth Building, New York 
City. 

SOUTHERN HARDWARE JOBBERS’ ASSO- 
CIATION CONVENTION, Atlantic City, 


N. J., May 11, 12, 18, 1921. Hotel head- 
quarters, Marlborough-Blenheim. John 


Donnan, _ secretary-treasurer, Rich- 
mond, Va. 
OLD GUARD SOUTHERN HARDWARE 


SALESMEN’S ASSOCIATION CONVENTION, 
Marlborough-Blenheim Hotel, Atlantic 
City, N. J., May 12, 1921. R. P. Boyd, 
secretary-treasurer, Knoxville, Tenn. 


SOUTHEASTERN RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION, com- 
posed of Alabama, Florida, Georgia 
and Tennessee, Convention and Exhibi- 
tion, Atlanta, Ga., May 17, 18, 19, 20, 
1921. Walter Harlan, secretary, 701 
Grand Theater Building, Atlanta, Ga. 


METAL BRANCH OF THE NATIONAL 
HARDWARE ASSOCIATION CONVENTION, 
Hotel Cleveland, Cleveland, Ohia, June 
3 and 4, 1921. George A. Fernley, sec- 
retary, 505 Arch Street, Philadelphia, 
Pa. 


MISSISSIPPI RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Great Southern Hotel, Gulfport, June 
14, 15, 16, 1921. E. R. Gross, secre- 
tary, Agricultural College. 

NATIONAL RETAIL HARDWARE AsSSO- 
CIATION CONVENTION, Louisville, Ky., 
June 20, 21, 22, 23, 1921. Headquar- 
ters, Seelbach Hotel. Herbert P. 
Sheets, secretary, Argos, Ind. 


Walter F. Deming Dead 


Walter Fenn Deming, president of 
The Deming Co., Salem, Ohio, died re- 
cently of heart failure. He had been 
ill for some months. 

Mr. Deming was born in Salem in 
1855, was educated there and started 
his manufacturing career early in life. 
He was secretary and general manager 
of Silver & Deming until that firm’s 
dissolution. When the Deming com- 
pany was organized in 1890 he was 
made treasurer, and upon the death of 
his father in 1894 became president. 
He was also a director and vice-presi- 
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dent of the Farmers National Bank. 
Walter Deming was always very ac- 
tive in local welfare work, was a mem- 
ber of the school bourd, a trustee of 
the library, and had taken a great in- 
terest in helping the various campaigns 
conducted for the City Hospital. 

He was a member of the Perry 
Lodge F. A. & M., of the Royal Arca- 
num, and of the Ohio Society of New 
York. 


MACY WINS SUIT 


R. H. Macy & Co., a large New York 
department store, recently won a Fed- 
eral jury’s verdict in a suit of alleged 
price fixing brought under the Sher- 
man law against the Victor Talking 
Machine Co. The jury returned a ver- 
dict of $49,698.71 in favor of R. H. 
Macy & Co., which will be trebled un- 
der the provisions of the Sherman law, 
bringing the total damages to $149,- 
096.13. The verdict, however, will be 
appealed. 

The action was based on alleged dis- 
crimination by the Victor Talking Ma- 
chine Co. in the distribution of its talk- 
ing machines and records on the prem- 
ise that Macy & Co. had sold the ar- 
ticles for less than fixed prices. The 
damages were based on alleged dis- 
criminations prior to May 29, 1917, 
which were accepted as a victory by 
the Victor Co. 

John D. Myers, head of the legal de- 
partment of the Victor Co., made the 
following statement regarding the 
case: 

“The verdict rendered by the jury 
to-day vindicates the honor of the Vic- 
tor Talking Machine Co. and the pres- 
ent method of marketing Victor prod- 
ucts and upholds the company’s good 
faith when it canceled its license agree- 
ment system on May 29, 1917, imme- 
diately after the United States Su- 
preme Court, in April, 1917, had re- 
versed the previous decision of the 
United States Circuit Court of Ap- 
peals, which had unanimously upheld 
the validity of that system. 

“The verdict emphatically and deci- 
sively refutes Macy & Co.’s accusation 
that the system was not terminated in 
good faith on May 29, 1917. Under 
the charge of Judge Mack, the jury 
was instructed that the former license 
agreement system was unlawful in 
view of the Supreme Court’s decision, 
but by special findings the jury denied 
any damages whatsoever for the period 
subsequent to May 29, 1917. During 
much of the period prior to May 29, 
1917, to which the jury expressly lim- 
ited its verdict, the company’s license 
agreement system was valid under the 
decision of the United States Circuit 
Court of Appeals, which remained in 
full force until the Supreme Court de- 
cision on April 9, 1917. 

“The verdict of $49,698.71 when 
trebled under the statute is only about 
one-quarter of the amount for which 
Macy & Co. sued. The Victor company 
has already obtained a stay of execu- 
tion to permit a review of this verdict 
upon appeal.” 






The Hardware Store That 
Sold New Spring Coats 


J. F. Miller Sold $5,000 Worth of Paint 
in a Town of 324 People—How the 


Manufacturer’s Salesman Helped Him 


By C. M. LEMPERLY 


MET this man Miller in Chi- 
i] cago last fall. I had heard 

something of his success as a 
hardware dealer in a town of less 
than 500 people, 324 to be exact. 

So I got him to one side and he 
seemed willing to talk and glad 
that I showed an interest in his 
business. I believe the small town 
merchant as a rule appreciates and 
enjoys a “chat’—he is anxious to 
talk his problems over, anxious for 
help, ideas and encouragement. 
And on the other hand, we can all 
learn much from him. He knows 
and deals in facts. He is on the 
job early and late. He meets and 
deals with the consumer. He knows 
his community intimately. He is 
more than just a storekeeper—he is 
adviser and friend. 

Wilkinson is a town of 324 peo- 
ple, located in Hancock County, In- 
diana, about thirty miles from In- 
dianapolis. It is just such a town 
as you would expect from such a 
population—with a fair trading 
radius and the average business 
and farm opportunities. 

I asked Mr. Miller if it was true 
he had brought his paint business 
from $600 to $5,000 a year, and he 
assured me it was. 

I inquired how he did it. 

Here’s his story: 

“In 1909 we bought the hardware 
store where we are now located, as 
shown in the picture. We _ pur- 
chased with this store a stock of 
paint and sold a small amount of 
it at a profit of 35 cents per gal- 
lon. Owing to a little difficulty at 
that time with the line, and not 
knowing how to test the quality or 
sell the line, and through the in- 
fluence of a big, good-natured sales- 
man, we discarded this line and 
took over another line of paints. 

The Old Sales Methods 

“Perhaps you would like to know 
some of the ‘many’ sales arguments 
we used at that time to sell those 
goods. The facts are we never had 
any sales arguments. If, when Bill 


Smith came in, he asked, ‘Miller, 





what kind of paint do you sell?’ I 
would say, ‘We have Blank’s, a lit- 
tle of Smith’s and a little of Jones’. 
What kind do you want, 
or I mean what color 
do you think you want?’ 

“He would say, ‘Well, 
I hardly know. Have 
you got a color card?’ 

“Yes, I think we 
have,’ I would reply. 

“Then I would look 
through all the ranges, 
stoves and implements j 
and ask my partner if 
we had any color cards. _ $§ 
He asked what the color { 
cards were for and I i 
told him they were to 
show the colors of A 
paint. He would say ! 
we ought to have some, 
but we could not find 
any. 

“I would then say, ‘Well, Mr. 
Smith, I think No. 63 would make 
a dandy house job.’ 

“‘What color is that?’ he would 
say. 

“Well, I think it is a gray,’ 
would be my reply. 

“‘What is it worth a gallon?’ he 
would ask. 

“‘T believe we have been getting 
$1.50.’ 

“ ‘Well, I will see you some other 
time. Good-bye.’ 

“Then he would walk out. 

“IT simply mention this as some- 
what typical of our paint salesman- 
ship in 1909, and I think if you had 
made a survey of other paint deal- 
ers at that time, and even now, you 
would still find a lot of that sort of 
thing. 

“That is about the way things 
went year after year. In 1916 we 
paid $487 for paint. In 1917 we 
paid $529 for one paint line and 
$442 for another, but sold very lit- 
tle. Why? We didn’t know the 
first principles of selling paint. Up 
to this time we have never had any- 
one teach us how. 

“The hardware man hasn’t time 
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Mr. Miller and the Wilkinson territory 


to keep himself posted on all the 
sales arguments on all his lines. 
He has too many. So what is he 
going to do? This is just exactly 
what everyone would do—sell the 
line of merchandise he knows the 
most about. I never knew the time 
when implement houses did not 
send out canvassers to drive with 
the dealer and keep him posted on 
all the new implements and all of 
the very latest sales arguments. 
“In the spring of 1918 a real 
paint salesman called on us and 
found on our shelves practically 
all of the well-known paint, and it 
was a leading line we had bought 
the year before. He did not ask us 
to buy more paint, but asked us if 
we would be willing to co-operate 
with him, do a little local advertis- 
ing and move this paint. Of course, 
we were not overly enthusiastic 
about this, but told him we would 
do it. The next thing he did was 
to put on a demonstration at our 
store. We did a little advertising 
and about a week before the dem- 
onstration he came out and deco- 
rated our windows with a lot of 
window trims. He showed so much 
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interest in us and made our store 
look so nice that we at once became 
interested. 


The Demonstration Got the Crowd 


“We began to talk about this dem- 
onstration to our customers as they 
came into the store, and by the date 
set we had a nice crowd. This 
salesman was there with another 
representative of that concern, and 
they went into this paint and 
showed the difference between high 
grade and cheap paint, and made 
tests of paints and varnishes which 
created a very favorable impres- 
sion on the crowd. We gave away 
premiums to help out and had a 
drawing contest. These demonstra- 
tions are what sold our community 
as well as ourselves on the line. 

“About a week later this sales- 
man came back and we got into the 
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this paint for his barns and silos. 

“We sold another man _ barn 
paint for his barn—yet he was a 
merchant carrying a competitive 
line of paints in a town two miles 
away. In not a single instance did 
we cut our price. 

“This is resale work and gets the 
business. 

“T heard a .paint salesman say 
that he did not care to sell the 
dealer, put the goods on his shelves 
and then resell it for him. We will 
say, for argument’s sake, that the 
paint manufacturer does not owe 
this kind of service to his dealers. 
For the sake of any salesmen and 
particularly the young salesman in 
whom I am interested, I will say 
that they owe it to themselves and 
to their company. But more than 
that, they will enjoy it. 

“Remember that while they are 
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our total paint sales for 1918 were 
$5,314.65. Our business jumped 
from $600 to $5,000 the first year of 
our rejuvenated salesmanship. In 
1919 we had a change in the firm 
and were involved in a lot of other 
things and were unable to do as 
much actual selling, so our sales 
dropped to $2,675. Our sales in 
1920 were about $3,000. Our esti- 
mate for the new year is about 
$6,000—not bad for a town of 324 
people. If we make this estimate 
it will figure over $18 per capita on 
the town population alone, but, of 
course, we get a good share of the 
business from the outlying trading 
radius. 

“IT want to say that the resale 
plan has meant dollars to us and 
will mean dollars to anybody who 
carries it out. I would like to say 
further that our paint department 

















Here is the kind of a crowd Miller would get out for his paint sales. 


old Ford and started out. I will say 
that during this demonstration we 
had in connection with our draw- 
ing contest some coupons printed 
and on those we said ‘Are you going 
to paint?’ We handed these out 
and in this way collected a great 
number of paint prospects. 

“When we called on the first 
prospect my friend took little black 
test boards and we began to demon- 
strate paint. It was interesting to 
this prospect as well as myself, and 
I became anxious to try it, too. I 
must say that we accomplished what 
I had always thought was impossi- 
ble. We showed covering capacity, 
spreading, hiding power, etc. 

“On that drive we sold one man 
paint for his house and barn, yet 
he had already bought another line 
of paint and it had been delivered 
and ready to use. It had been pur- 
chased from some distant place, and 
after seeing our demonstration he 
decided he did not want to use that 
dope, but wanted our quality. We 
met another man on the road and 
sold him.100 gallons. and delivered 
it at one time. He was a man who 
owned two big farms and bought 





doing this, they are teaching their 
dealers to sell paint. They are mak- 
ing better and more enthusiastic 
dealers. They are teaching them 
how to make more money out of 
their propositions. They are rising 
above competition. 

“T presume we are not much dif- 
ferent from hundreds of other deal- 
ers, who would enjoy this same co- 
operation. We became so enthusi- 
astic about selling paint that when 
this star salesman got through 
driving with us, I asked him if we 
could borrow the little test boards 
and little spoons so I could demon- 
strate paint myself. He said he 
would give them to me. 


He Knows How to Sell It Now 


“Well, I was as proud of those 
as a boy would be with his first 
new slate, and we have followed 
this plan of selling paint up to the 
present time. We now make three 
drives to sell paint where we make 
one to sell implements. Why? 
First, because of the profit; second, 
because we now know how to sell 
paint better than any other line. 
“As a result of this‘ co-operation 


Every town has a boys’ band 


is the most valuable department of 
our business. I do not believe we 
had over $1,000 invested in paint at 
any one time, even the year when 
our total sales were over $5,000. 
Our total sales for the entire store, 
including all lines, in that year 
were $35,000, so you will see one- 
seventh of the total was repre- 
sented in paint. We are firm be- 
lievers in the resale plan.” 

So you can see Miller is “sold” on 
his paint department, and in that 
frame of mind can’t help making a 
still bigger success of it. 


Members of the Cincinnati Oil, Paint 
and Varnish Club at a dinner recently 
decided to raise the sum of $4,000 to 
boost the “Save the Surface” campaign 
now. being conducted. The money will 
be spent in newspaper and billboard 
advertising. 


The corporate title of the Bonney 
Vise & Tool Works, Inc., Allentown, 
Pa., has been changed to Bonney Forge 
& Tool Works, as the directors of the 
company felt that the new name more 
aptly describes the nature of the busi- 
ness. 
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WYMAN SPEAKS AT PITTS. 
BURGH MEETING 


The regular monthly meeting of 
the Pittsburgh Retail Hardware 
Dealers’ Association was held in the 
Hotel Chatman in that city on Fri- 
day evening, April 1. It was in the 
nature of a “get together’ meeting, 
the hardware dealers having in- 
vited their clerks to attend as their 
guests. There was a good turn out, 
nearly 100 being present, employers 
and employees, and the meeting was 
preceded by a dinner, tendered to 
the clerks by their employers. Af- 
ter the good things in the shape of 
food had been put away, the meet- 
ing was called to order by Samuel 
K, Waring, president, and the good 
old reliable secretary, C. W. Scar- 
borough, was at his post. Presi- 
dent Waring introduced as _ the 
speaker of the evening Phillips 
Wyman of Philadelphia, who gave a 
most interesting talk on the “Save 
the Surface and You Save All” cam- 
paign, which has been under way 
for some months, primarily for the 
purpose of increasing sales of paint, 
and also for the purpose of saving 
the owners of buildings real money 
by showing them that it is good 
economy to paint often and well. 
Mr. Wyman’s talk was illustrated 
by lantern slides, and was most in- 
teresting and _ instructive. He 
started by giving a brief history of 
the “Save the Surface” campaign 
and which has done great good in 
increasing sales of paint. He gave 
some interesting figures of in- 
creases in sales of paints and sup- 
plies in different cities, and Pitts- 
burgh stands high among these 
cities. He pointed out, and had fig- 
ures to support his statements, that 
it is real economy to paint often 
and to use only the best materials. 
Mr. Wyman showed a slide of a 
New England home now more than 
200 years old, and yet is in a state 
of splendid preservation, due large- 
ly to the fact that the various own- 
ers of the house have kept it well 
painted for more than two centuries. 
He also showed a slide of the be- 
loved Washington’s home at Mount 
Vernon, which is also in splendid 
shape, having been most carefully 
painted at short intervals since it 
was built. He showed slides dem- 
onstrating how the roofs, sides and 
interiors of buildings quickly de- 
teriorate when the important item 
of painting is neglected. He 
showed how this deterioration 
would have been almost entirely 
Saved if the buildings had been 
properly painted. 

Mr. Wyman also made the start- 
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ling statement that the annual 
losses in dollars and cents incurred 
by owners of buildings neglecting 
to paint them often enough was 
larger than the annual losses by 
fire, and he had the facts and fig- 
ures to back up his statements. He 
said that statistics show that the 
average increase in paint sales 
from 1909 to 1914 was only about 
14 per cent. About the latter year 
a campaign similar in nature to the 
present ‘Save the Surface” cam- 
paign was started, and as a result, 
sales of paint increased in a few 
years more than 100 per cent. 

Mr. Wyman said that much mis- 
sionary work can be done by retail 
hardware dealers and others, if 
they will call attention to owners 
of buildings that they need paint- 
ing, and that it will save the owner 
money if he will paint often. Mr. 
Wyman said that it should be 
strongly impressed on the owners 
of buildings that it is further eco- 
nomy to use only the best materials. 
He said that roofs should be 
painted at least every three years 
and every two years was better. 
Only thin paint of best quality 
should be used, some owners hav- 
ing the wrong idea that thick paint 
was best, but Mr. Wyman said this 
is a mistake. Thick paint scales 
readily, while thin paint allows for 
the expansion and contraction of 
the roof, and is by far the best to 
use. Mr. Wyman was given a 
unanimous vote of thanks for his 
interesting talk. 

Sharon E. Jones, secretary of the 
Pennsylvania and Atlantic Sea- 
board Association, gave a _ short 
talk, in which he urged Pittsburgh 
Association members to also join 
the Pennsylvania and Atlantic As- 
sociation. He pointed out the ad- 
vantages accruing from member- 
ship in both organizations. 

The Sisson-Keller Hardware Co., 
California, Pa., was elected a mem- 
ber of the Pittsburgh Association. 
The next meeting will be held on 
Friday, April 22, at which time the 
question box will be a leading fea- 
ture. 


Enlarges Its Factory 


Smith & Hemenway Co., Inc., Irving- 
ton, N. J., tool manufacturer, has re- 
cently made a new addition to its fac- 
tory which now comprises 100,000 
square feet of factory space with the 
advantage of switch facilities on the 
Lehigh Valley Railroad. The manu- 
facturer of the “Red Devil” line of 
tools did a great deal of Government 
work during the war. The present ex- 
ecutives of the organization are:' Lan- 
don Smith, president; John F. Hemen- 
way, secretary and treasurer. 
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Brighten Up the Corner 


(Continued from page 71) 
metal, pot mending and soldering 
equipment, new knobs and repair 
supplies generally. It would be ex- 
cellent if there could be a table in 
the store with an assortment of all 
these small “needfuls.” Personally 
I am frightened to ask my hardware 
dealer for hooks and hammers and 
such few tools, because they are gen- 
erally so carefully hidden behind 
boxes on his high shelves, and be- 
cause I am afraid I often cannot de- 
scribe the exact supply which I wish. 
And so I go into the “10-cent store” 
across the street, where they have so 
conveniently located all these small 
supplies just where I can look them 
over and choose for myself without 
embarrassment. Why not have the 
dealer follow such an idea with a 
special table, “Housekeeping Hard- 
ware and Repair Supplies”? I think 
it would make many more women 
buy; it might contain an assortment 
of medium-sized hammers, screw 
drivers, tack pullers, plier, tape meas- 
ure, hooks, screws, bolts, hinges, 
tacks, spool of wire, glue as well as 
assorted hooks, etc. I am sure that 
such a “Housekeeping Hardware 
Table” would increase buying, save 
the salesman’s time from answering 
needless questions, and extra han- 
dling, over the present arrangements. 
I think that such a table would show 
the woman that hammers and tools 
bought in a hardware store are not 
so expensive; at present I believe the 
average woman prefers to buy else- 
where she believes that hardware all 
packed in separate boxes, and kept 
secretly on shelves, wrapped out of 
sight, is much more dear than sim- 
ilar supplies laid out in plain view 
on a table where she can see and 
handle them. 

I close by saying again that for 
the housekeeper to renovate her 
kitchen this spring wiil be the best 
step she can take toward greater 
comfort, health and pleasure in her 
work; the hardware dealer who as- 
sists her to get a new kitchen for old, 
will assuredly secure a customer buy- 
ing in many lines and purchasing 
articles ‘not anticipated when he 
originally sold her paint or varnish. 


William E. Berghauser Dead 


William E. Berghauser, for fifty 
years a hardware merchant in Fulton, 
Mo., died recently following a _ pro- 
longed illness. He was afflicted with 


cancer of the throat and the general in- 
firmities of a man of his age. 

He had been in’ business since 1867 
Jand his store was known as the biggest 
in the county and one of the most pre- 
gressive in the state. 








Interesting and Valuable Tables of 


which should be of 
every person engaged in the hard- 
ware business in the United States. 


E are publishing herewith 
table furnished us by the 
Biddle Purchasing Co., New York, 


interest to 


The tables set forth the percent- 
ages of prices that have prevailed 
since 1914. The price comparison 












































































































































HARDWARE and METALS PRICE COMPARISONS 
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Cincinnati Meeting 


The annual meeting of the Hardware 
Guild of Cincinnati was.held in the 
Gibson Hotel on the evening of March 
18. The principal business before the 
meeting was the election of officers for 
the coming year, which resulted as fol- 
lows: President, Carl Koehler; vice- 
president, Ferd. Doepke; secretary, Carl 
C. Schott (re-elected); treasurer, Char- 
les Zimmer (re-elected); board of gov- 
ernors, John Herbert, John Weigel and 
Henry Hartman. 

C. L. Gwaltney, retiring president, 
reviewed the work of the Guild for the 
past two years, and outlined some of 
the things he hoped to see accomplished 
during the coming one. A discussion 
on the proceedings of the Ohio State 
Hardware Association convention was 


held, and a resumé of the papers given 
for the benefit of those members of 
the Guild who were unable to attend. 

During an informal discussion of 
business conditions, it developed that 
many members of the Guild were doing 
more business this year than last year 
during the same period, and this de- 
spite the fact that selling prices on 
practically all lines handled were from 
ten to fifteen per cent lower on the 
average. Despite the general depres- 
sion, hardware men are full of confi- 
dence for the future, and their experi- 
ences of the past few months would 
indicate that their confidence was not 
misplaced. Every indication is that 
this part of the country will recover 
quickly from the recent business slump 
and that within a short time things will 
be normal. 
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The Washerette Corp. 


The Washerette Corp., Rochester, N. 
Y., was formed and incorporated under 
the laws of the State of New York with 
John J. Finucane as president, H. P. 
Sickels as. vice-president and T. R. 
Finucane as secretary and treasurer. 
The company was formed to finance 
The Washerette, a portable washing 
machine invented by its president. The 
paid in capitalization was $200,000. | 

The sale and manufacture of this 
product has been turned over to The 
In-Vu Mfg. Co., 840 University Avenue, 
Rochester, N. Y., who have already ap- 
pointed Sidney Loog & Sons, 249 Mar- 
ket Street, Philadelphia, as distributors 
in that city. Other distributors are 
being appointed in different parts of 
the country. 
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Prices to the Hardware and Metal Trade - 


covers the war period and the quo- 


tations. 


other 


tables 


in early 
Hardware Age and will embrace tive equipment. 


issues 
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This table will be followed by electrical material, mill, mine and 


contractors’ supplies and automo- 
The source is au- 
thentic in every instance. 
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King Upton Dead 


_ King Upton, president of the Amer- 
ican Glue Co., Boston, Mass., died re- 
cently at his home in Marblehead, 
Mass., following a short illness. Mr. 
Upton was born April 12, 1862, and en- 
tered the glue business of his father 
when quite a young man. His grand- 
father was one of the pioneers in the 
manufacture of glue, having started 
the Essex Glue Co. in 1808, which was 
later carried on by his father, the 
name being changed to Upton & Co. 
Upon the death of his father in 1883, 
King Upton assumed charge of the 
company which was absorbed by the 
American Glue Co. in 1894, Mr. Upton 
becoming vice-president. In February, 
1918, he became president of the Amer- 
lean Glue Co. and has held that office 
until his death. He was also a vice- 





president of the National Glue Co. and 
a director of several other subsidiary 
companies. 

He was the holder of a Carnegie 
medal for bravery awarded for saving 
a friend from drowning. 

He is survived by his wife, a son and 
a brother. 





Effective April 1, 1921, the name of 
the Standard Paint Co., New York, 
will be changed to the Rubberoid Co. 
This change is made in order to create 
a closer connection between the name 
of the products which have always been 
marketed under the name of “Rubber- 
oid” and the title of the company. 


Alonzo E. Deitz died recently at his 
home in Brooklyn, N. Y. He was a 
manufacturer of cabinet locks. 
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Auto Situation Improving 


Ample evidence seems to be available 
of a definite improvement in the auto- 
mobile field, says the April bulletin of 
the Cleveland Reserve Bank in com- 
menting on business conditions in the 
Fourth Federal Reserve District. 
Manufacturers of cars report that 
while improvement has been gradual 
it has been more general and more pro- 
nounced during the last few weeks. 
Forces at tire plants are being in- 
creased, and actual orders for March 
show an appreciable improvement over 
January and February. 

Tire makers claim that the surplus 
of tires has been greatly reduced dur- 
ing the winter months because of good 
driving conditions. It is also stated 
that unemployment generally appears 
to be decreasing. 











How Dealers Are Meeting Universal Demand for Lower Prices—How 


Large Canadian Hardware Store Plans Its Publicity—Garden Tool Ad 


Breaking the Buyers’ Strike 


No. 1 (2 cols. x 6 in.) 


We have noticed in the past month 
that a fairly large percentage of hard- 
ware merchants are endeavoring to 
break the “buyers’ strike” through 


GARDEN 


AND 


LAWN 
SEED 


This is to be a banner year for lawn and 
garden making in and around Toppenish. 

Of course, you will want the best seeds ob- 
tainable—seeds that have been carefully select 
ed and thoroughly tested. 


That's the kind we carry 








GARDEN TOOLS 


Certainly, Weyhave them to meet every 
garden need. 





W..L. Shearer & Co. 


Hardware Department 








J 


Reminder ad on garden tools and seed 





common-sense advertising talks in con- 
nection with price cut announcements. 

It seems to us that this is a winning 
tack. Certainly all kinds of prices are 
being advertised and the public is in a 
state of bewilderment. They think the 
next price-cutting ad will feature lower 
figures yet. 

Now, the thing to do is to say some- 
thing about prices. And instead of 
telling you how ourselves we'll let a 
brother merchant tell you— Scull, 
Swain & Wallace of Sherman, Texas. 
This particular ad we consider among 
the best’ we have noted on price talks. 
It lifts the reader out of the maze of 


figures into the realm of solid common- 
sense and becomes a veritable guide to 
purchasing. 

“Your dollar is back on the job” is 
a happy phrase and packs a lot of sug- 
gestion and argument into a few words. 
Use it. This ad shows the reader it is 
safe to buy now, that further holding 
off can only work further stagnation. 

It shows the reader that manufac- 
turers and distributors have put lower 
prices into effect and that these new 
prices are reflected in the store’s retail 
prices now. That is the kind of talk 
needed to wake the public out of its 
buying coma, 

We honestly believe such talk is bet- 
ter than price announcements if we 
had to choose between the two, but 





LOW PRICES 


On Galvanized Ware 


These prices will make somebody wonder how we do it. 


8 qt. Buckets , 20 No, 1 Tubs ... 
10 qt. Buckets 35 No.2 Tubs.......... het 
12 qt. Buckets van Case eee 


These are regular prices with us, yet one of Jacksonville's 
largest stores advertise these goods at “bargain prices” ata 
much higher figure. 


PURE RAW 
LINSEED OIL 
$1.25 Gallon 


PENNSYLVANIA 
BIKE TIRES 
Are really little automobile 
tires. Built to give service. 


So many adulterants for lin- $6.00, $7.50, $9.50 Pair 
seed oil have been placed on the 
market tht you should be care- 


PYREX GLASS 
_ BAKING DISHES 
We stock the complete line 


ful of the material you buy 
We sell only PURE oil. 


PENN TON TEST 
AUTO TUBES 
At these prices you will save 
some money. We pay the tax. 


* 30x3 ‘ ereryes 
30x34 .. 3.20 
32x314 wae 3.65 
SOME wae ve ». 4.30 


Our Regular Prices 


YWWEALEX, 
Ln WARtl 


Making “hay” while “low prices” shine 
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when you combine both in your adver- 
tising, you are going to get some- 
where. 

J. J. Scull of the firm admits that 
the Southwest has uot overcome the 
“buyers’ strike,” but he also states that 
his firm is doing its best to break it 





GO TO SUNDAY SCHOOL TOMORROW. 


Your Dollar 


Is Back on the Job 


NEW and LOWER PRICES have already been put into effect 
by many manufacturers and distributors and you will find 
these changes reflected in our prices NOW. 





YOUR DOLLAR will actually BUY more hardware today 
than it would six months or a year ago—so why not do that 
building (or repairing) or buy those conveniences for your 
home that you have been postponing for this time? 


OUR PRICES are based on TODAY'S market—not on that 


of a year ago. 


The way to bring prosperity back is for us all to do sane 
buying of our needs now which will mean employment to 


all 








cuit WAIN & WALLACE 


Driving a wedge in the “buyers’ strike’ 





and induce the public to return now, 
when it is perfectly possible, to safe 
and sane buying of needful things. 

Supposing every hardware man fol- 
lowed out Scull, Swain & Wallace’s 
sensible procedure. In a short time 
there would not be much left of the 
“buyers’ strike.” 

Why don’t you take this ad and run 
it in your newspapers, in your store 
paper, in circular form and even on 
the back of your bills and statements. 
It certainly has punch enough to wake 
people up. 

“New Low Prices” 


No, 2 (2 cols. x 9 in.) 
The Hinckley Hdwe. Co., Apalachi- 
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cola, Fla., head their ad as above and 
add, “These prices will make somebody 
wonder how we do it.” All right as far 
as it goes, but another paragraph in- 
serted thus: “We do it because we have 
received important reductions from 
manufacturers and distributors and are 
passing these on immediately to our 
customers.” 

If this paragraph were added it 
would show the reader that the new 
low prices are based on true economic 
adjustment and not upon juggling and 
would put the burden of higher prices 
on the part of competitors squarely up 
to them in a way they wouldn’t relish. 

The merchant who does not pass re- 
ductions quickly to his trade is only 
clogging business machinery still fur- 
ther and as competitors who do not re- 
duce have no come-back against your 
frank statements, they are likely to 
find themselves in a rather uncomfort- 
able position for public perception is as 
keen as a razor these days. 

The Hinckley Co. sent us a form 
which they state has been a great deal 
of help to them in making up claims 
for shortage or damage. The form is 
interesting and follows: 


“Berore Me@,...... a Notary Public 
for and in the State of Florida yA a 
personally appeared.......... 


ployee of HINCKLEY HARDWARE 
CO., who being duly sworn, ee 
and says that on the....day of....19 
while in the employ of above named 
firm that they received over....... a 
shipment of merchandise, said ship- 
ment having been made by...... of 
eine and that there was short or dam- 
aged in said shipment goods as noted 
below: 

Then followed a list of shortages 
claimed with the notary’s seal and sig- 
nature. 


Garden Tools and Seed 
No. 3 (2 cols. x 8 in.) 


The W. L. Shearer Co., Toppenish, 
Wash., sent us the garden tool and 
seed ad reproduced herewith. It is 
more a reminder to buy than a straight 
sales argument yet there is a local 
touch in the text which creates a desire 
to beautify lawns and start gardens. 

The ad is well displayed, the use of 
capital imparting a certain distinction 
to the layout. Plenty of margin makes 
the type lines easy to read. 

In a garden tool ad we think it essen- 
tial to list different tools with pricings 
as far as possible. Apart from spading 
forks, hoes and rakes, there are many 
specialties in the garden tool line which 
should be given publicity. Many gar- 
deners could use a small cultivator, 
sprayer, etc., but such specialties are 
seldom mentioned in garden tool ads 
and we think it a distinct fault. 

Some Canadian Methods 
No. 4 (4 cols. x 17 in.) 

It sometimes pays to travel afield 
and see what the other fellow is up to, 
so acting upon that idea we present an 
ad from Ashdown’s, Winnipeg, Mani- 
toba, a province in the south central 


part of Canada, directly over the state 
of North Dakota. 


HARDWARE AGE 


The adman of Ashdown’s sent us a 
batch of ads from which we can draw 
conclusions on Canadian advertising 
methods. The reproduced ad is one of 
a series and is certainly up to the 
standard of the best department store 
publicity. 

We direct attention to the heading: 
“Shopping News for Friday.” During 
the week, a slug for each day com- 
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prised the headings. The effect of this 
is to make the ads exceedingly timely. 
Something akin to the daily menu of a 
restaurant. These ads in series run 
every day through the week. The 
panel arrangement of this ad is deserv- 
ing of a little study. Note how boldly 
the heading and illustrations stand out 
in each panel. This is due to careful 
typography. 








Phone A4831 [Shopping News for Friday -Ashdowns! prose 44331 











DAILY CUSTOMERS REMARK ON THE QUALITY AND VALUE OF THE } 
MERCHANDISE SOLD HERE—QUALITY IS ALWAYS OF MUCH CONCERN 
AT “CANADA'S FINEST HARDWARE.” 




















Lightning Bread Knives, Special 39c This Handy Device for Draining or 
pape ee ie om RE Filling Washing Machines 
— cleanly and cally. Special, The Penberthy Drainer, for use on , = <a 
| 39¢. the kitchen tap. It makes the erate { a | Fe 
ing or filling of washing machines a 
LO CARBORUNDUM KNIFE tubs or boilers éasy. See this handy x! 
SHARPENERS, 75 device today. Each, $3.50. pa A 
Keep your latchen knives sharp and keen-edeed with « Carbor- RUBBER ncongetnape for mak- ad / 
undum Knife Sharpen It quickly sharpens even the dullest ng the kitchen sin a wash 
Tbe dish. Special, 3c = f 
Main Floor Main Floor, Rear ' * TF ( 
HALF-GALLON TINS OF ENGLISH-MADE WHITE PAINT, ‘Special $2. 19 | 
Clearance sale of high-grade, ready-mixed English Paint, in white only, f ruse. A limited quantity, 
and early shopping is advised. Special, $2.19 per half-gallon. Main Floor, Rear ‘ 

















Superior Electric Toasters, $7.75 


Electrical’ Appliances for THAT NEW KITCHEN RANGE AT A SAVING PRICE ; 
ee ae che with @ new sengs We are showing fine value in | 
the Home Canadian-made kitchen ranges that « P t baking and cooking 4 
Household electrical de- sults. There ranges are t t y will burn 
vices of every-day useful- either coal or wood and a e top surface has six 
ness. They help to make 9-inch covers, and the oven Sins. Wi th polished 
housekeeping easier. me tO ag re ps coat | . 
Hotpoint Electric Irons —$8.00 am Sinee top One ne ressreee, Dyes 
Westinghouse Electric trons Sie “GOLD SEAL" CONDOLEUM ART RUGS 
97.75 On your kitchen ft ace jold Seal” Congs’ «. They are par 
Hotpoin 7 Electric Toasters, $8.00 ate =i) by 2 C mee ean and sanit ins und can be had omany = o- Aa me, 
Westi inghouse Electric Toasters | adh = wate’ t.. se eee “4 a fs ——— 







- $1960 
Fifth Fleer 





Red-hot Toaster Stoves___$5.50 








3-Heat Toaster Stoves —— $6.25 . . 5 
Toaster Stoves 4300] | Three-Light Electrical Fixture, $7.75 | | No Phone o COD. mts 
Hotpoint Grille, 3-heat —am for Lemon ‘olish at 
Superior om atin An attractive, neatly oo ele: pete cal fixture, in eal 
Superior 4-heat Grills — the ceiling pan style, 3 lights, complete with decorated 
Coffee Percolators. 5.8%,"¢, 8 glass shades, wire and sockets. Special, $7” 75. Second Floor 

o. 




















and the best value we have offered for many months. Special, 


| , RARE VALUE IN SOLID COWHIDE CLUB BAGS AT $29.00 


Club Bags constracted to stand a tremendous amount of wear and good for years of service They are made of solid 
cowhide, have strong, double handles, and are in sizes suitable for the needs of men and women. Black or brown finishes, 


Fifth Fleer 





$29.90. 





Equip Your Car With K. &| Six Only--97-Piece 
S. Quality Tires 


‘Time now to be getting your car 
ready for epring and summer driv~- 


ing. We want you to try “K. and 
4 “re on” * ze ar. They give more 
miles per doll 

Second Floor 








Dinner Sets, $34. 95 


Complete 97-piece Dinner Se 





" 


Specials From the Auto 


Fourth Floor, Rear 





A particularly useful set of 5 dou 


or for home use. Special, $1.65. 


Carpenter's Penci' _ ——— don Be 
Bit Brace, for 
eweep—Special * Ne 
it of ten small 
bg ne <P ur Ha bar Special, $2.25. 
tem Joint Calipers, f-in. size 
Special, %e. 
Hack Saw Blades — don. Be. 


Hack Sew Frames, adjustable and Bron 





with one tiade— Special, "Be. 


This $2.50 Set of SPANNER WRENCHES, Spec. $1.65 


in a leatherette roll case. Exee' 1% for the car owner, the mechanic 


Catorundun 4 Grinds ers, with 5- 
use, 10-inch inch wheels- #- 5.75. 


Spe 
Bear 
eo 


Comb 


Accessory Department 
Buy auto accessories here 


S Wrenches, 
ble-end Spanner ok tae ae ee 


special inducements. 


an nd oo ch sines— 
ial, 

ina § _ ae - for aut r mer 

4 Reg. aris " Spe 

a} te 


a Sau a eee 


nse Plump Bobs fiomyior $2 
. $1.25. 








Man ha 

















Blue Label Tungsten Lamps, 40-Watt Size, Special 36c 


No phone or C.O.D. orders, and no deliveries on fine quality 


Blue Label Tungsten Lamps, priced exceptionally low for 
Second Floor Rear 
mained 





Friday's selling. Stock up now and save, Special, 36q each, or $1.75 box of five 





Varnish Stain for Floors, Special 60c Pint 


Floors that are scratched or 
marred—give them # coat of 
this Varnish stain. It can be 
had in light or dark oak, ma- 
hogany or walnut. It is easy 
to apply and very durable 
/ Special, pint 
PURE ees SL GNAMES. eon 








made, 
on Specie! Be. 
rig-tach _ Main Floor, Rear 


SET.IN-RUBBER BRUSHES, 





Go-carts, Priced Special at $2.95 


A atrongly constructed / 


child’s Go-cart or Sulky, ats = « Nien 


very special price. The wheels 


are 10-inch size and fitted with 
* 
priced from 
Fifth Ploer 









with a comfortable back and it 
is nieely painted and finished. 
- cial, $2.95. “ 
complete variety of BABY CARRIAGES, 


« 
“peas 50 to $05.00. 














DUST AND poten NO MAIL | 
a sa Three only, Brass Kettles, priced 
O'CRDAR MOF | SPECIALS | to clear, Special, $2.98 


rubber tires; the seat is fitted 
Brass Hot Water Kettles, $2.95 











One of the ads of the “ 


Shopping News” series 
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ARKET REPORTS 


on TRADE CONDITIONS 


IN HARDWARE, IRON AND STEEL, ETC. 


A REVIEW OF THE WEEK’S BUSINESS, WITH NOTES ON TENDENCIES PREVAILING IN VARIOUS TERRITORIES 











Syne 





Office of HARDWARE AGE, 
239 West 39th Street, 
New York, April 4, 1921. 


EASONABLE aarticles of all kinds 
SS are at present very actively in de- 

mand in the local market. Buy- 
ing on the part of dealers, however, is 
strictly conservative and limited to 
actual needs. 

Certain classes of wire goods such 
as poultry netting and wire cloth of 
the better grades, and also a few spe- 
cial tools, are somewhat scarce. But 
there are plenty of substitutes on the 
market, jobbers say. 

There is a general expectancy among 
both jobbers and dealers that there 
will be a number of declines within the 
next four months of a substantial na- 
ture, and they are governing their buy- 
ing accordingly. 

Jobbers report that collections are 
for the most part normal, although 
they say that “here and there money 
conditions are a little tight.” 

Retail business in this section, as far 
as store trade is concerned, is in all 
major respects substantially good. The 
mill supply business of the retailer in 
this vicinity is, however, at present 
very dull. 

Railroad shipping facilities are satis- 
factory in every respect as far as the 
present needs of the hardware trade is 
concerned. It may, however, be of in- 
terest to observe in this connection that 
a recent report of the American Rail- 
way Association states that the great- 
est number of surplus freight cars in 
the history of American railroads was 
recorded on March 23. The number at 
that time was 459,411, an increase of 
35,000 over March 15, and 7,672 more 
than the former high record of March 
1, 1919. The increase in surplus cars, 
the report said, was caused “almost en- 
tirely by a falling off in shipments of 
coal.” It has been estimated by au- 
thorities that by fall instead of the 
present surplus of some 400,000 cars 
there will be a deficiency of close to 
half a million cars when industrial ac- 
tivity gets back to normal. 

H. F. Barker of the National Asso- 
ciation of Credit Men, recently stated 
for the benefit of business men that 
“cancelitis as a commercial epidemic 
has not yet run its course, but that 
American business is on the right 
track,” and he believes that within a 
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NEW YORK 


few months business men have a right 
to expect clean buying and substan- 
tially better business. 

That the automobile business is pick- 
ing up is evidenced by a recent report 
that several of the large tire manu- 
facturers are increasing production. 
The Firestone Tire & Rubber Co., to 
cite a specific case, will increase its 
production to about 15,000 tires a day 
during the coming month, it is said, as 
compared with an output of 10,000 
daily during March. An _ additional 
1000 employees are also to be taken 
back. 

An important price reduction was re- 
ported during the closing days of last 
week. Bronze wire cloth was reduced 
by some interest 2 cents, and now sells 
at 8 cents. 

Bolts and Nuts.—Jobbers’ stocks are 
fair, demand is normal, no immediate 
change is anticipated in prices. 

Jobbers’ quotations f.o.b. New York: 

Common Carriage Bolts—% x 6 and 
smaller, 40 and 5 per cent; longer and 
thicker, 10 and 5 per cent; machine bolts, 
all sizes, take a discount of 40 and 5 per 
cent. Stove bolts, 70 and 10 per cent; com- 
mon tire bolts, 50 per cent; sink bolts, 70 
per cent. 

Hexagon machine screws, nuts, iron, 20 
per cent. Brass, 4/32 to 8/32 in., 50 and 10 
per cent; 10/32 to 12/32 in., 40 per cent; 
14/32 in,. 30 per cent; Lock washers, 40 per 
cent. 

Semi-finished hexagon nuts, 9/16 and 
smaller, 50 and 10 per cent; 5% and larger, 
50 and 10 per cent. Lag screws, /45 per cent. 

Toggle bolts, steel, bright finish, 50 per 
cent. 

Iron 
rivets, 


rivets, 35 and 5 per cent; copper 
50 and 5 per cent; black tinners’ 
rivets, 35 and 5 on new list; 
rivets, use black list plus $7.25 per 100 lb. 


Builders’ Hardware.—The builders’ 
hardware market is stagnant. Only a 
small amount of business is being done 
in this vicinity at present, and authori- 
ties are skeptical about any great 
amount of building in and around New 
York during 1921. One of the reasons 
for this was stated recently by Dr. H. 
H. Wheaton, secretary of the New York 
State Savings Bank Association. 


“A building that cost $100,000 to 
erect under present excessive costs,” 
he says, “is really not worth that much. 
The banks are willing to lend, but they 
will lend only what is a safe amount, 
considering what the building may be 
worth five or ten years from now, when 
they must realize on their mortgage. 
The amount they can lend under these 
circumstances does not enable the 
builder to proceed because he has not 
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tin tinners’. 


sufficient money to make up the differ- 
ence.” There is no lack of money for 
mortgages, however, in this section, 
according to authorities. 


Farming Tool Handles.—Stocks are 
good; the demand is not active, and no 
price changes have occurred. 


Jobbers’ quotations f.o.b. New York: 

Hay fork handles, bent, 5 ft., 85 plus 5 
per cent; 6 ft., $7.70 plus 5 per cent; hay 
fork handles, straight, 5 ft., $4.20 per doz 
plus 5 per cent; 6 ft., $6.70 per doz. plus 5 
per cent. 

Long handle manure fork handle, $4.40 
per doz. plus 5 per cent; wooden D manure 
fork handle, $6.90 per doz. plus 5 per cent. 
Six-ft. rake handle, $6.20 per doz. plus 5 
per cent. 

Shank rake hoe handle, $3.40 per doz. plus 
Spade handles, $7.10 per doz. 
plus 5 per cent. Malleable D spading fork 
handle, $5.75 plus 5 per cent. Wooden D 
spading fork handle, $6.90 plus 5 per cent 

Farming tool handles generally are quoted 
in this section at discount plus 5 per cent. 
Pick, sledge, hammer and hatchet handles 
are quoted discount plus 5 per cent. Axe 
handles, discount plus 60 per cent. 

Galvanized Ware.—Stocks are re- 
ported to be more than ample, but in- 
terest is very quiet. Prices are un- 
changed. 

Prices to retailers f.o.b. New York: 

Galvanized sheets, No. 28 gage, is quoted 
at $6 to $6.50 per 100 lb. 

Jobbers’ quotations f.o.b. New York: 

Galvanized pails, 8 qt., $2.85; 10 qt., 
$3.20; 12 qt., $3.50; 14 qt., $4; 16 qt., $4.80. 
Prices are for 1 doz. 

Galvanized wash tubs, No. 1, $13.70; No. 
2, $15.20; No. 3, $18; all per doz. 

Garden Hose.—It is yet a little early 
for any marked indications to show 
themselves in this line. Jobbers an- 
ticipate prices will be very firm for 
some time. 

Jobbers’ quotations f.o.b. New York: 

Common brand, % in., 4 ply, 13 cents per 
ft. Same, wire bound, 13% cents per ft. 
Good luck brand, 6 ply, 14 cents per ft. 
Bull dog brand, 7 ply, 18 cents per ft. 

Garden Hose Reels.—The same es- 
sential conditions hold true in this line 
as for garden hose. No marked in- 
terest is as yet observable. 

Jobbers’ quotations f.o.b. New York: 

Hose Reels.—For fastening to side of 
house, steel reel, iron spindle, 12 in. drum, 
$3.75 per doz. Metal hose reel, with chan- 
nel steel frame, cast iron wheels, 9 in., cor- 
rugated steel drum, enameled green and 
black, capacity 100 ft. of % in. hose, $25.60 
per doz. Metal hose reel, with tubular 
frame and tubular steel wheels, corrugated 
galvanized steel drum, enameled green, 100 
ft. capacity, $51 per doz. 

Garden Tools.—Seasonable tools of 
all kinds are leading the market. Job- 
bers’ stocks are fair and the demand 
can best be characterized as “increas- 
ingly heavy.” Prices are firm. 


Jobbers’ quotations f.o.b. New York: 
Spading forks, 11 in. angular tines, forged 


® per cent. 
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from crucible steel, steel cap ferrule—4-tine 


malleable D handle, bronzed with strap 
ferrule, $12 per doz. Same, with wood 
handle, $15.50 per doz. Same, with wood 


handle and 5 tines, $24.20 per doz. 

Weeding hook, malleable iron, tin, enam- 
eled wood handle, $1.20 per doz., net. Same, 
three steel tines, tin, black, enameled han- 
die, $1.35 per doz. net. Same, three hand- 
forged steel prongs, grip handle, $4.40 per 
doz. net. 

Post hole digger, blade, 9 in. long, length 
5 ft., weight 10 lb., $24 per doz. net. 

Turf edger, cast steel blades, bronze fin- 
ish shank, 4% ft. handle, socket style, 
$12.08 per doz. net. Same, shank style, 
$10.85 per doz net. 

Standard tree pruners, forged steel blade, 
with 2 in. curved cutting edge, steel draw- 
ing rod, lever handle with steel lever and 
hardwood grip, all sizes are being quoted 
at 20 per cent discount by local jobbers. 

Lopping shears, blades made from tool 
steel, 26 in. handles. $16 per doz. net. 
Ladies’ flower trowel, heavy one-piece steel 
blade, 5 in., half polished and enameled 
maroon, stained handle, $1.25 per doz. net. 

Garden trowels 6 in., tinned steel blade, 
black enameled handle, $1 per doz. net. 
Florists’ trowel, heavy solid steel, 6 in. 
blade, half polished, riveted shank, hard- 
wood handle, $1.75 per doz. net. Heavy 
one-piece steel, 6 in. blade. half polished, 
painted red, ebony finished handle, $4.35 
per doz. net; 6 in. solid socket forged steel, 
full polished, grip handle, $7.51 per doz. net. 


Shank hoe, | riveted steel blade, assorted 
fle, 7 and 7% in... 4% ft. handle, blue 


finish, sell for $4.87 per doz. 

Same, with solid or assorted steel blades, 
6, 6%, 7. 7% and 8 in. 4% ft. handle, gold 
bronze finish, $8.43 per doz. 

Socket hoe, solid or pgtartes sizes, steel 
blades, 6, 6%, 7, 7% and 8 in., 414 ft. handle, 
gold bronze finish. $9.37 per doz. 

Grass Hooks.—Increasing interest is 
being manifested for these articles at 
firm prices. 

Jobbers’ quotations f.o.b. New York: 

Grass hooks, tempered steel] blade, black 
and bronze finish, $3.25 per doz. English 


grass hooks, high grade steel blade, riveted 
back and tang, $6.50 per doz. net. Same 


size, larger, $7.20 per doz. net. Tempered 
steel blade, ribbed back, green enamel 
finish, black enamel handle, $4.50 per doz. 
Long handle grass hook, crucible steel 
blade, tempered, 13 in. long, 2%4 in. wide, 
steel socket, ash handle, 3% ft., $8.42 per 
doz net. 

Hammock Hooks.—Although ordi- 


narily a little early for this line to 
cause more than a ripple of interest, 
jobbers report that a very substantial 
amount of business is already being 
done for all articles of this kind. 
New York: 
wrought iron, 
Hooks, 5/16 
tinned, $1.16 


Jobbers’ quotations f.o.b. 

Hammock hooks. 5/16 in., 
tinned to screw, $4c. per doz. 
in., Wrought iron with Plate, 
per doz. 


Hose Couplings.— Weather conditions 
are not contributing favorably to in- 
terest in this line. Stocks are ample 
and prices firm. 


Jobbers’ quotations f.o.b. New York: 

Brass hose couplings, cast metal for 1%4-in 
hose, $2 per doz. net. Same for %-in. hose, 
$2 per doz. net. Wrought metal “couplings. 
%-in. hose, $2 per doz. net. Clinching hose 
coupling, solid brass, clamps and tubes, one 
piece, %-in. hose, $2.75 per doz. net. Im- 
proved brass hose connections for faucets, 

x %-in., $2 per doz. net. 


“Tee Cream Freezers.—Though it is 
yet a little early for any active buying 
of freezers, indications point to very 
good limited freezer business this sea- 
son. Prices are steady. 


Jobbers’ quotations f.o.b. New York: 

Arctic freezers, 1 qt., with double scrap- 
ers, $3 apiece. Same, 4 qt., $5.10 apiece. 

White Mountain freezers, duplex dasher, 
and double self-adjusting scraper, outside 
galvanized, 1 qt., $3.65 apiece. Same, 4 
qt., $13.70 apiece. 

Auto Vacuum freezers are quoted at $3.35 
apiece in the 1 qt. size and the 4 qt. size 
about $6.70 apiece. 

Prices to the retailer f.o.b. New York: 

Acme freezer, 2 qt. size, $11.50 per doz.; 
4 qt. size, $20 per doz. 


Lanterns.—It is interesting to ob- 
serve that jobbers’ stocks in lanterns 
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are again in good condition. The de- 
mand, however, is inactive. Many of 
the local jobbers, as well as retailers, 


are inclined to feel prices are “too 
high.” 
Jobbers’ quotations f.o.b. New York: 


Hy-Lo tin lanterns, $9.50 per doz. Victor 


tin lanterns, $9.50 per doz. Monarch tin 
lanterns, $9.50 per doz. Junior brass lan- 
terns, $18 per doz. Blizzard tin lanterns, 
$14.50 per doz. Buckeye dash lanterns, 
$14.75 per doz. Roadster wagon lanterns, 


$18.50 per doz. De Lite lanterns, $14.50 per 
doz. Little Wizard lanterns, $11.75 per doz. 
Eureka driving lanterns plain lens, $19 
per doz. Watchmen’s mill lanterns, enamel 
finish, $25 per doz. Imperial platform lan- 
terns, $9.75 each 

Lawn Mowers.—Some jobbers are 
doing a very substantial lawn mower 
business, while others report apprehen- 
sive dullness. It is probably true that 
dealers for the most part are ordering 
only for their minimum requirements. 
New York: 


Jobbers’ quotations f.o.b. 


Common lawn mower, with S-in. open 
drive wheel and 4-blade cutter. 12-in. size, 
$7.60 apiece. Same, 1l4-in., $7.90 apiece 
Same, pipe ball bearing lawn mower, with 
higher grade knife steel blades, 14-in : 
$10.30 apiece; 16-in., $10.70 apiece. Higher 
grades ball bearing lawn mowers, 14-in. 


size, $12 apiece. 

Grass catchers to fit mowers, 
16-in., are sold at $14 per doz. 

Linseed Oil.—Actual business in this 
market is confined to small lots. The 
report during the past week that one 
of the leading crushers in this vicinity 
had advanced the price for raw oil in 
barrels 2c. per gal. tended to improve 
sentiment in some quarters. Buyers, 
however, do not seem to be particu- 
larly interested. 

Prices to retailers f.o.b. 

For car lots, 64c. to 65c. 
lots, 68c. to 70c. per gal., 
less than 5 bbl., 73c. to 7ic. per gal. Boiled 
oil is 2c. extra per gal. Double boiled oil 
is 3c. extra, and oil in half bbl., 5c. per 


gal. additional. 
The market shows advancing tendencies. 


Nails.—Although there is a _ very 
good demand at the present time for 
both cut and wire nails, the predomi- 
nant characteristic of the nai] market 
at the present time is essentially con- 
servative. Price declines are expected 
in the near future. 


from 12 to 


New York: 
per gal.; 5 bbl. 
and for lots of 


Jobbers’ quotations f.o.b. New York: 
For wire nails the prices range from $4.25 
to $5.25 base, per keg. For cut nails prices 


from $5.50 base, per keg. 
nails, 5 Ib. to a 


range 


Copper wire box, 1 in., 


49c. per lb.; 1% in., 48c. per Ib.; 1% in 
2 in., 2% in., 3 in., 47c. per lb. Copper cut 
nails, 5 lb. boxes, 114 in., 50c. per Ib.; 2 in., 
2% in. and 3 in., 49c. per Ib. 


Naval Stores.—Advanced prices and 
renewed interest added stability to the 
naval stores market during the past 
week. Local observers attributed the 
better demand to the advent of so- 
called “better painting weather,” which 
has stimulated turpentine sales. 

Prices to the retailers f.o.b. New York: 

Spirits of turpentine, yard basis, is now 
58c. to 59c. per gal. Rosin, on a basis of 
280 Ib. to a bbl., yard basis, B grade, $4; 
D to K grades, $5.15; M grade, $5.90; N 
grade, $6.15, and WW, $6.55. 

Pruning and Grass Shears.—Early 
interest has manifested itself for these 
articles. Jobbers’ stocks are plentiful 
and prices quite firm. 
quotations f.o.b 

Pruning shear, cast iron, 
coppered wire coil spring $2 
California pattern, tool steel blade. Volute 
tempered spring, nickel plated finish, 6 in., 
$16. Same, black finish, $11.58 per doz. net. 
Same, 9 in., full polished, $17 per doz. net. 
California pattern, with ratchet butt, tem- 
pered steel blade. Volute spring, full nickel 
plated, $19 per doz. 


New York: 
steel blades, 
5 per doz. net 


Jobbers’ 
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Grass Shears.—5'\% in.. steel blades, jet 
finish, polished edge, $3.40 per doz. net. 
Same, trowel shank handle, tempered 5'4 
in. blade, green enamel finish, $4.25 per 
doz net. 

Rope and Twine.—Prevalent condi- 
tions in-the rope market are: Inactive 
demand, ample stocks, stubbornly firm 
prices, 

Prices to the retailers f.o.b. New York: 

Manila rope, 20c. per Ib sisal, No. 1 
grade, 15c per lb.; sisal, No grade, 13e. 


per lb.; hardware grade, manila rope, 17e. 
per lb; bolt rope, 24c. per Ib.; lath yarn, 
13c. to 15c. per lb.; jute wrapping twine, 
20c. to 25c. per lb.; India hemp twine, 
No. 9, 15e. to 17¢c. per Ib. 
Screws.—Normal and consistent in- 


terest holds in this line. Jobbers’ stocks 
are fair and prices firm. 


Jobbers’ quotations f.o.b. New Yor! 

Wood Screws.—Iron bright, flat head, 
72% and 10 per cent; iron, bright, round 
and oval head, 70 and 10 per cent; iron, 
blued, flat head, 72% and 10 per cent; iron, 
blued, round head, 70 and 10 per cent; 
brass, flat head, 65 and 10 per cent; brass, 
round and oval head, 63% and 10 per cent; 
machine screws, iron, flat and round, 60, 10 
and 10 per cent; brass, flat and round, 60 
and 10 per cent. 


Sprayers and Sprinklers.—Moderate 
interest is beginning to show itself in 
this line. As stated last week, the gen- 
eral expectancy among jobbers is that 
interest this year for these articles will 
be confined principally to “pick-ups.” 
Weather conditions will, of course, af- 
fect this line very materially. 


New York 

paris green and 
rose bushes 
capacity, $4 


quotations f.o.b. 
Sprayers for spraying 

liquid on shrubs, potatoes, 

flowers, ete., tin sprayer, 1 pt 


Jobbers’ 





per doz. net. Same, 1 qt. capacity, $5.75 
per doz. net 

Brass, 1 qt. capacity, $12.50 per doz. net; 
tin with brass tank, 1 qt. capacity, $11.50 
per doz.: continuous sprayer, sheet tin, 
alleged to give uniform continuous spray 
on both strokes of the plunger, capacity 
1 qt., $10.50 per doz 


Lawn sprinkler, charcoal] tin top, galvan- 





ized bottom, diameter 4% in., gold lac quer, 
$1.40 per doz. net lawn sprinkler, 5 in 
high. brass head, three brass arms, malle- 
able iron sleds, japanned, $17.50 per doz 
net: sprinkler, 10 in. high, combination of 
ertical spray, coming from the perforated 
head. with streams thrown by the threes 
arms. head, arms and upper stem brass, 
nickel plated, malleable iror leds, a- 
panned, $28 per doz. 

Lawn sprinkler, 24 in. high ss head 
and arms, malleable iron sleds, japanned 
$27 per doz. net. 


Watering ®ots.—Galvanized iron, ziné 


roses, 6 qt., $9 per doz. net S ame, & «at 
$10 70 per doz. net. Same, 16 qat., $12.35 per 
doz. net Same, 12 qt., $14 per doz. net 


Wire Goods.—High grade poultry 
netting and wire cloth are hard to get, 
jobbers say. Substitutes are plentiful, 
however, but they do not seem to in- 
terest dealers to any great extent. The 
demand for all kinds of wire goods is 
very healthy and vigorous, though not 
for large quantities. Prices firm. 

York 








Jobbers’ quotations f.o.b. New 

Square mesh, wire cloth, New York stock 
2x 2 mesh, $5.50 per 100 sq. ft 2% 3 
mesh, $5.70 per 100 sq. ft sx mesh. $5.75 
per 100 sq. ft.: 4x 4 mesh, $6 per 100 sq. ft.; 
5 x 5 mesh, $6 per 100 sq. ft 6 6 mesh 
$6.50 per 100 sq. ft.; 8 x 8 mesh, $7 per 100 
sq. ft. 

For 50 lineal ft. rolls, add 15c. per 100 
Sq. ft 

Add 4c. per sq. ft. for widths narrower 
than 24 in. and wider than 48 in 

Annealed wire, galvanized in stone f 12 
Ib. each, are quoted per 100-lb. lots at No 
16 gage, $10.50: No. 17 gage. 3 ‘ 
gage, $11.50; No. 19 gage $1 
gage, $12.85; No. 24, $14 Same 
16 gage, $7.50 No. 17 gage, $8 
$8.50: No. 19 gage. $9; No. 2¢ 
No. 24 gage, $11.50 

Barbed wire is being quoted at $7 per 100 
Ib. for both 3 point 4 in. and 4 point 6 in. 
Ribbon wire is $8.75 per 100 lb. Twist wire, 


100 Ib. 


12 gage, is $7 per 
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screen wire, 12 mesh, 
$3.30 per 100 sq. ft.; 
$5.35 per 100 sq. ft. 


Dull 
from New 
13 mesh, 


galvanized 
York stock, 
extra heavy, 


Bright galvanized wire and copper edge 
(pearl wire), 12 mesh, $4.50 per 100 sq. ft.; 
14 mesh, heavy, $6 per 100 sq. ft. Copper 


wire, 14 mesh, $10. 50 per 100 sq. ft. Poultry 
netting, 35 per cent New York stock. 


P. S.—John H. Graham & Co., 113 
Chambers Street, New York, is now 


Office of HARDWARE AGE, 
1505 Otis Building, 
Chicago, March 30. 

‘EVERAL slight price shifts are re- 
‘J corded in this market report. All 
are of a downward character and all 
are of a minor nature. Nuts and bolts 
and sheets are the most important 
items affected. 

Demand for spring merchandise con- 
tinues. Remarkably favorable weather 
has prompted extremely early buying. 
Business which usually waits for mid- 
May is now noted in large volume. All 
spring hardware lines show decided 
demand. 

Increased activity in the automotive 
field is regarded of paramount impof- 
tance in the Middle West. Announce- 
ment that many large Detroit factories 
would operate at 100 per cent of ca- 
pacity beginning next week is consid- 
ered a hopeful sign. Car makers 
throughout this section are operating 
all departments and are on important 
production schedules. Resumption of 
activity in automobile building is re- 
garded as a certain forerunner of de- 
cidedly improved commercial conditions 
in this entire territory and will have 
a stimulating effect on all lines of busi- 
ness. 

Hardware interests are closely fol- 
lowing the State legislature’s investi- 
gation of alleged conspiracies and trade 
restraints in the building field. The in- 
quiry is only fairly started but prom- 
ises to reveal very important informa- 


tion. If a wholesale increase in build- 
ing follows the probe, Chicago hard- 
ware interests will be conspicuously 


benefited. The trend seems to be for 
greater building programs than at any 
time during the war. 

Leading independent jobbers 
just announced reductions on _ nails, 
sheets and steel bars and shapes. The 
change on common wire nails brings 
the price to the same level, maintained 
by Chicago’s largest hardware jobber 
for several weeks. A decline on sheets 
equal to that made by these jobbers has 
been made effective in hardware cir- 
cles. 

Retailers are enjoying a lively de- 
mand for spring hardware goods and 
are buying in larger volume than at 
any other time this year. 

Automobile Accessories.—Better sales 
totals are noted in accessories. The 
demand for tires and tubes is consid- 
erably improved. Business is expected 
to become increasingly good during the 
coming weeks. 

Automobile Accessories.—-We quote from 
jobbers’ stocks, f.o.b. Chicago; Reliable 


jacks No. 46, $3 each; $34 doz.: De Luxe 
long handled jacks, $8.50 each; No. 1 


have 
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the exclusive sales agent in the United 
States and foreign countries for the 
Russell Shovel Co., Aliquippa, Pa. This 
was formerly the old Hussey-Binns line 
of shovels made by the one-piece 
method. 

An interesting sidelight on the na- 
ture of present business activity is 


CHICAGO 


$3.25 each; twin-cylinder 
foot pumps, $1.25 each; Simplex jack, $2.10 
each; Stewart hand horns, $4 each; Howe 
spotlights, $4 each; Weed chains, 30 x 3% 

$» per pair, with 25 per cent off in lots of 
one dozen pairs and 33% per cent off in 
lots of more than one dozen pairs; Rid-O- 
Skid chains, $2 to $2.65 per pair; inner 
tubes, red, 30 x 3%, $2.50 each; gray tubes, 
30 x 34%, $2.05 each; Lyon bumpers, $10.25 
each; Bethlehem spark plugs in lots of 100, 
special type, 43c. each; Mica type Bethle- 
hem, 74c. eac rt standard porcelain Bethle- 
hem plugs, each; Hercules Giant plugs, 


standard jacks, 









5d5e. to eg Hercules Junior plugs, 
27c. to each; Hel-Fi standard plugs, 
45c. to : rer ge Hel- Fi tractor plugs, 83c. 
to 97c. each; Titain plugs, 58c. each; 


A. C. Cico il “ler each; Splitdorf plugs, 
70c. to 78c. each; United Junior plugs, 40c. 
each; Champion x plugs, 50c. each; Cham- 
pion ie) plugs, 50c. each; Champion heavy- 
duty plugs, 57c. eac 


Aucs,—Manefacturers have not as 
yet announced prices for the coming 
fall season. The present off-season de- 
mand is fair with patente ruling about 
as follows: 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Standard quality black unhandled 
axes, 3 lbs, to 4 Ibs., $17.50 base; second 
quality black unhandled axes, same weight, 
$16.50 base: handled, $3 to $6 per doz.; 
extra according to grade. 

Alarm Clocks.—The daylight savings 
change now being made effective in 
most communities in the Middle West 
has greatly increased the demand for 
alarm clocks. The leading jobber re- 
ports a remarkable increase in orders. 
Manufacturers are exerting every ef- 
fort to fill this demand. Prices remain 
strong. 

Agricultural Tool Handles.—This is 
the active season for garden, rake, hoe 
and shovel handles, with stocks none 
too large for the constant demand. 


We quote from jobbers’ stocks f.o.b. Chi- 
cago: Agricultural tool handles 4% X 
straight plain $4.70; X bent $3.90; XX “bent 
$5.35; 4% bent hayfork strap and ferrule 
$7.80; 4% manure fork handle strap and 
ferrule $7.80 doz. 


Builders’ Hardware.— There have 
been no price changes since the second 
10 per cent decline on numerous shelf 
hardware items. Demand shows some 
increase over a month ago. Building 
activity is still limited, although pros- 
pects seem brighter than at any other 
time since 1915. Manufacturers are 
piling up small reserve stocks of staple 
items. Normal demand would soon ex- 
haust these stocks, it is stated. 

Chains.—The seasonal demand for 
picket chains, halter chains and ham- 
mock and porch swing chains is start- 
ing off in good volume. 


We quote 
Chicago: %-in. 
100 Ibs.; Tenso, 
Weldless coil chain, 


from jobbers’ stocks, f.o.b. 
proof coil chain, $10.50 per 

lock link and American 
45 per cent off list. 

Clipping Machines.—Demand is now 
at its height, the season being favor- 
able to a larger volume of business. 
Prices show strength. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Stewart No. 1 ball bearing horse 
clipper, enclosed type list, $14; top plate, 
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illustrated by the fact that a large 
New York hardware firm received with- 
in a short period recently something 
like 315 orders, 226 of which were for 
small repair parts, and for one or two 
small articles. The effect of this kind 
of buying on overhead expenses ca 
easily be imagined. 


$1.25; bottom plate, $1.75; Stewart No 
ball bearing shearing machine list, $2 
horse clipping attachment for shearing ma 
chine list, $9. Discount on all above iten 


25 per cent. 

Cutlery.—General demand continues. 
The best grades of pocket and kitchen 
cutlery remain in undersupply. Razors, 
safety and straight-blade types, are 
active. The price situation seems un- 
changed, although some price variance 
on standard makes of safety razors is 
reported, due no doubt to the flooding 
of the market with Government stocks. 
Labor costs continue high and prevent, 
together with the condition of short- 
age, any further immediate price con- 
cessions on general cutlery stocks. 

Eaves Trough and Conductor Pipe.— 
This line has seen unusually radical 
price reductions, present figures being 
only slightly over half the peak prices. 
War costs on this material are, appa- 
rently, well liquidated. 


We quote from jobbers’ stocks, f.o.!) 
Chicago: 29-gauge lap joint eaves trough 
5 in., per 100 ft., $5.10; 29-gauge corru 
gated conductor pipe, 3 In., $5.40 per 100 
73 corrugated conductor elbow, 3 in., $1.90 
doz. 


Flint Paper and Cloth.—Sales are 
quite active, reflecting greater demand 
on the part of carpenters and builders. 
Prices rule about as follows: 

We quote from jobbers’ stocks, f.0.) 
Chicago: First quality flint paper No. 
$4.50 per ream; first quality emery cloth 
No. 0, $27 per ream. 

Files—An increase of discounts 
varying from two and one-half per cent 
to five per cent are made effective now 
on all lines of files except Black Dia- 
mond files. Stocks are fairly large. 
Demand is consistent. 


We quote from jobbers’ 
Chicago: Nicholson files 50-10 off list; 
American files 60-5 per cent off list; Dissto: 
files 50-10 per cent off; Black Diamon € 
files 50-5 per cent off. 


Galvanized Ware.— Movement of 
pails, tubs, garbage and ash cans _ is 
varying and uncertain. Retailers con- 
tinue to buy sparingly. Manufacturers 
are limiting production because present 
prices, they state, show little or no 
profit. First quality ware is in demand 
in some quarters and prices show more 
strength than was evident a few weeks 
ago when many jobbers offered specia! 
cut prices. Chicago jobbers believe 
galvanized ware can be bought with 
safety as no important price changes 
are anticipated. 

Glass.—Due to the light demand for 
glass, influenced by the curtailed buil- 
ing program, it is understood that hand 
operated factories are making no win- 
dow glass for the first period, which 
runs until June. While present de- 
mand is light, mills are still workiny 
on old orders. Prices remain firm. 

We quote from jobbers’ stocks, f 


stocks, f.0.) 
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Chicago: Single strength A, all sizes, 77 
per cent off; single strength B, first three 
brackets, 77 per cent off; all sizes, double 
strength A, 79 per cent off; S. P. putty in 
100-lb. kits, $4.90; commercial putty, $4.25; 
glaziers’ points, Nos. 1, 2 and 3, one dozen 
to a package, 85c. per pkg. 


Hatchets.—The demand for lower 
priced goods is large, higher grades 
continuing a bit slow in sales, the trade 
seemingly awaits lower values in the 
better grades, but manufacturers say 
such a change is not in sight. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Size 2, extra quality broad hat- 
chets, $24.20 per doz.; competitive grade, 
$17.25 per doz. and up; warranted shingling 
hatchets, $17.35 per doz.: competitive 
forged hatchets, $10.25 per doz. 


Hammers.—A very remarkable de- 
mand is found on certain low price nail 
hammers, which are obtainable in this 
market. The higher priced finishes are 
dull. Very attractive prices on com- 
petitive grades are noted below: 


We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 11% first quality nail ham- 
mers $15.50 per doz.; regular first quality 
16 oz. nail hammers $14.75; competitive 
grade forged nail hammers $8 to $12 per 
doz.; cast steel $5 per doz. 


Handles, Wood.—Price declines which 
have been long awaited by both the job- 
ber and retailer are still unobtainable, 
although the leading Chicago jobber 
has made special efforts to get lower 
prices for its customers. Manufactur- 
ers claim their costs are still as high 
as at any time during 1920. 

Chicago: No. 1 hickory axe handles, $4 
per doz.; No. 2, $3 per doz.; finest selec- 
tion white second growth hickory axe han- 
dles, $6.30 per doz.; special white second 
growth hickory axe handles, $5 per doz. ; 
No. 1 hatchet and hammer handles, 85c. 
per doz.: second growth hickory hatchet 
and hammer handles, $1.60 per doz. 

Hose.—The demand has been espe- 
cially brisk during the past few weeks. 
Factories now report they are behind 
on orders. They also make the impor- 
tant announcement that prices will not 
be lower this season. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: %-in. good quality moulded reel 
hose, 16%c. ft.; %-in. 3-ply duck hose, good 
quality, 16c. ft. ; in 4-ply duck hose, good 
quality, 18%c. ft.; %-in. 5-nly 
hose, 14c. ft. 

Lanterns.—This being the off-season 
demand is rather light. Manufacturers 
say there are no developments indicat- 
ing any opportunity for lower prices 
before 1922, 

We quote from 
Chicago: Monarch 


multiple 


jobbers’ stocks, f.0.b 
tin lantern, hot blast 
$9.50 per doz; No. 2 Dietz cold blast lan- 
terns $14.50 per doz.: with large founts, 
$16 per doz.: best tubular lanterns $9.50 
per doz.; Competition lanterns No. 0 tubu- 
lar $7.80 per doz. 


Lawn Mowers.— Current business 
and demand for the past week have 
been good. Manufacturers are feeling 


Office of HARDWARE AGE, 
410 Unity Building. 
Boston, April 2, 1921 
M ANY New England retail hardware 
4 stores did a much larger business 
in March than they did in the corre- 
sponding month last year. In almost 


every instance where gains in gross 
sales are reported, the increase is ex- 
tremely large, figuring on a percentage 
This showing in part is due to 
two things. 


basis. 
A year ago the hardware 
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the decided increase in business and are 
operating overtime at present. There 
are no prospects of overproduction or 
lower prices, it is said. Jobbers’ stocks 
are already getting low on some popu- 
lar sizes. 


_ We auote from jobbers’ stocks, f.o.b 
Chicago: 17-in. Pennsylvania high wheel 
mowers, $25.50 each; 17-in. Pennsylvania 
Junior mower, $27.20 each; 16-in. four- 
knife ball-bearing 10%4-in. wheel mower, 
$12.60; 16-in. four-knife ball-bearing 1014- 
in. Wheel, $10.85 each; 16-in. four-knife 
plain bearing 9-in. wheel mower, $9.45 each 
16-in. three-knife ball-bearing 9-in. wheel 
mower, $9.45 each; 16-in. three-knife plain 
bearing 8-in. wheel mower, $7.60 each 


Nuts and Bolts.—Another decline, 
this time a small one, is recorded on 
nuts and bolts, discounts being in- 
creased about 5 per cent. 


We quote from jobbers’ stocks, 
Chicago: Large size carriage bolts 40-10 
per cent off; small sizes 50 per cent off; 
large sizes machine bolts 50-5 per cent off, 
small sizes 50-10 per cent off; all stove 
bolts 70 per cent off list; all lag screws 
50-10 per cent off list. 


f.o.b 


Nails.—Chicago now has a uniform 
price of $4 per keg base on common 
wire nails, general jobbers finally bring- 
ing down their price to the level main- 
tained by the leading hardware jobber 
for several weeks. Nails are moving 
in good volume. It is expected that the 
demand will increase. 


We quote from jobbers’ stocks, f.o.b 
Chicago: Common wire nails $4 per keg 
base. 


Roller Skates.—A very small decline 
is noted in this quotation, prices hav- 
ing dropped from 5c. to 10c. a pair. 
Sales are of good volume and the de- 
mand continues. 


We quote from jobbers’ stocks, f.o.b 
Chicago: Ball bearing boys roller skates, 
$2.45 pair; ball bearing girls skates, $2.60 
pair. 


Rope.—The sales volume is very sat- 
isfactory. Deferred spring purchases 
are now being made. Dealers’ stocks 
are apparently very low. 


We quote from jobbers’ stocks, f.0.b. 
Chicago: No. 1 manila rope. standard 
brands, 19%c. to 20%c.; No. 2, 18%c. to 


19l4c.;: No. 1 sisal rope, standard brands, 
13% c. to 15%c.; No. 2 sisal, 12%c to 1414c. 

Steel Sheets.—A further decline on 
sheets is reported, galvanized dropping 
around 50c. per 100 lb. and and black 
sheets showing a decline of about 35c. 
Lower prices have encouraged business 
and further increased sales are ex- 
pected to result from this latest reces- 
sion. 

We 
Chicago, 


f.o.b 
$6.40 
$5.40 


quote from jobbers’ stocks, 
28 gauge galvanized sheets, 
per 100 Ibs.; 28 gauge black sheets, 
per 100 Ibs. 


Screws.—Prices 


BOSTON 


trade experienced difficulty in securing 
goods to sell, whereas this year there is 
little trouble on this score. Then again, 
the demand for spring goods this year 
started unusually early, being stimulated 
by weatherconditions. Acertainpercent- 
age of the increased gross sales last 
month, however, were due to increased 
efficiency of storemanagement. Theaver- 
age retail store owner is constantly dis- 
covering new ways and methods of 
getting people into his establishment. 


show no. change. 
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Sales have shown some gains since the 
recent reduction. 

We quote from jobbers’ stocks, f.0.b 
Chicago: Flat-head bright screws, 72%- 
20 per cent off list; round-head blued, 70- 
20 per cent off list; flat-head brass, 65-20 
per cent off list; round-head brass, 62%- 
20 off list; japanned, 65-20 per cent off list. 

Solder.—Commercial and warranted 
50-50 solder are meeting with fair de- 
mand at prices that are considered as 
low as possible, 


We quote from jobbers’ stocks f.o.b 
Chicago: Warranted 50-50 solder in full 
cases 23c. lb.; small lots 25c. lb.; commer- 
cial half and half solder ic. to 3c. per Ib 
less than warranted, differential varying 


according 
Sash Cord.—Demand, which is of fair 
volume, is expected to become increas- 


to grade. 


ingly heavy. Manufacturers maintain 
present prices are lower than their 
costs justify. 

We quote from jobbers’ stocks, f.0.b 


Chicago: Standard grade No. 1 sash cord 
$7.50 per doz. hanks; No. 8, $8.95 per doz 
hanks 

Stove Boards.—Retailers are show- 


ing little interest in this item. Makers 
say present prices will rule on stove 
boards for fall delivery. 


We quote from 
Chicago: Wood lined 
24 x 24, $13.65 per doz.; 26 


jobbers’ stocks, f.o.b. 
erystal stove boards, 
x 26, $16.05 per 






doz.; 28 x 28, $18.85 per doz.; 30 x 30, 

$21.30 per doz.; 33 x 33, $25.50 per doz.; 

36 x 36, $30.50 per doz. 
Wheelbarrows.—Common wood bar- 


rows show a drop of around 80c. each, 
while No. 4 tubular barrows are attrac- 


tively lower. A good movement of 
goods is seen. 

We quote from jobbers’ stocks, fob 
Chicago: Common wood barrows, $3.20 


each; contractors steel tray angle leg bar 
rows, $7 to $9 each, according to equip- 
ment; angle steel leg garden barrows $6 
each; competitive grade garden barrows 
$4.50 each: No. 4 tubular barrows $6.50 
to $7.50 each 

Washing Machines.—Sales continue 
pleasingly large. Hand, water-power 
and electrically operated machines are 
all moving in good volume. Prices show 
firmness. 

Wire Goods.—Jobbers feel in- 
creased demand for wire goods. Wire 
cloth, poultry netting and screen doors 
are all active. Prices are considered 
attractive and retailers are advised to 
cover reasonable requirements at pres- 
ent quotations. 


an 


We quote from jobbers’ stocks. f.o.b 
Chicago: Polished fence staples, $4.15: gual- 
vanized fence staples, $4.85: barbed gal- 
vanized wire, $4.85; No. 8 black annealed 


wire, $4; black painted wire cloth, 12 mesh, 
$2.50 per 100 sq. ft.; poultry netting. gal- 
vanized before weaving, 40-10 per cent off; 
galvanized after weaving, 40 per cent off: 
catch weight spool galvanized cattle wire. 
$4.85 per 100 lbs.: 80-rd. spool galvanized 
hog wire, $4.20 per spool: No. 8 galvanized 
plain wire, $4.70 per 100 lbs 


After getting people into his store he 
offers a greater variety of merchandise 
than heretofore, and at the same time 
his clerks are becoming more proficient 
in the art of selling goods. The clerks 
realize we, as a country, have arrived at 
a period in our national life when one 
must work harder if the store is to con- 
tinue to show profits. Possibly the 
large number of men and women, out of 
employment, who pass the store each 
day, have a psychological effect on the 
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clerk as well as the store management. 

Because they are selling more goods, 
the retail hardware stores are buying 
more. The same caution in purchases, 
which has characterized such buying 
earlier in the year, continues, the policy 
of the general run of retail dealers be- 
ing to buy small, but often with a 
greater turnover. In this way the 
shrinkage in book values of goods on 
shelves not moving as easily as others 
is being offset, or more so, by profits 
obtained on the quick selling stock. It, 
therefore, is believed that the average 
New England retail hardware dealer, 
for the first quarter of 1921, will show a 
comfortable net profit after all allow- 
ances for depreciation, readjustments, 
or whatever one may want to call it. 
Reports given by the retail trade re- 
garding business are substantiated by 
those coming from the jobbing houses 
in the shelf hardware district here. 

The heavy hardware business, taken 
as a unit, is disappointing, and yet all 
of the jobbers in this section of the 
country manage to keep busy, or at 
least have the appearance of being so. 
In this branch of the business there has 
been considerable shifting about in the 
sales organization of certain houses, the 
idea being to eliminate the order takers 
and the substitution of salesmen. 

The New England building strike sit- 
uation, which a week ago had all the 
earmarks of having turned the corner, is 
not as encouraging to-day. Construction 
of those jobs on which union men struck 
some ten weeks or so ago has resumed 
in Boston, the employers apparently 
having practically won their fight. Now 
the governor of Massachusetts proposes 
to start another investigation of the 
building situation, which means the 
whole thing will be drawn out just so 
much longer. In the meantime spring 
is upon us and the general public is still 
holding off building, not knowing how 
things are going to turn out. A few 
more weeks delay will be sufficient to 
retard building later in the year, when- 
ever the builaing labor situation rights 
itself. 

Wholesale hardware houses here are 
showing considerable interest in the ef- 
forts of the New England railroads to 
secure temporary relief in financial 
matters by a 10 per cent increase in 
freight rates. In hardware circles it is 
believed any increase in rates will vir- 
tually eliminate the railroads insofar as 
the distribution of merchandise from the 
wholesale house to the retail dealer is 
concerned and the substitution of ex- 
press and motor truck deliveries will be 
quite general. 

Automobile Accessories.—The market 
for automobile accessories continues to 
gather strength and headway in the 
volume of goods moving. Local jobbing 
houses report business as seasonably 
normal, with no more talk of lower 
prices from representatives of manu- 
facturers. The unusually early advent 
of spring-like weather has resulted in 
heavy registration of pleasure cars and 
trucks in all of the New England states, 
and it is clearly evident all previous 
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high records will be smashed in 1921. 
The bulk of the motor cars registered 
are used. That is, they are cars people 
have had one or more years. A large 
number of new low and medium-priced 
cars have been purchased, however, so 
everything points to the retail hardware 
dealer having a wide field for the sale 
of automobile accessories. 

Baseball Goods.—The wholesale mar- 
ket on baseball goods continues active 
and has every indication of being the 
most satisfactory from the merchant’s 
viewpoint ever before experienced. It 
also is one of the earliest seasons in 
this class of merchandise on record. The 
New England youth has been playing 
marbles for some time now, and the re- 
tail hardware dealer knows the désire 
to play baseball usually follows the 
“knuckle-down” period, and have been 
preparing to satisfy demands that will 
be made on them by youth. 


We quote from jobbers’ stocks: 
_Bats—No. 2, $2.10 per mee No. 4, $4; 
; No. 13, $8; No. $12: No. 
“Louisville Sluggers, ail” types, $24 
per dozen; Junior Louisville Sluggers, $8. 
Balls—Harwood, Dandy, $1.50 per dozen ; 
Boys’ Favorite, $2; Young America, $3. 25: 
Junior League Special, $3.25 ; Junior League, 
$5.50; Boys’ League, $7; tere Lively, $9; 
Professional League, $13.50; Harwood 
League, $16; National League, rubber cen- 
ter, $18; National League, cork and rubber 
center, $18 
Gloves—Fielders’, $12.50 to $60 per dozen ; 
coyeners mits, $20 to $120; basemen’s mits, 
vu 48. 


Batteries.—F urther increases in local 
jobbing sales of batteries and bulbs are 
noted. Some of the wholesale houses 
attribute this fact largely to the intro- 
duction of unit cell batteries by the 
Eveready people, for to date these have 
proven very popular in the hardware 
trade. Prices are reported as firm and 
unchanged. 


Bolts and Nuts.—The demand for 
bolts and nuts is not as active as gen- 
erally desired. In fact, some of the 
large distributors report business as 
dull and stocks as large. It appears, 
however, there is a slow but gradual 
drawing down on excess stocks and un- 
derlying conditions governing the mar- 
ket are healthier than appear on the 
surface. As compared with stocks as of 
Jan. 1, last, stocks to-day are consider- 
ably smaller and the decline in prices 
has been sufficiently slow to cause no 
sustained uneasiness on the part of 
holders. 


We quote from jobbers’ stocks: Machine 
bolts with H P nuts, % x 4-in., smaller and 
shorter cut threads, 45 per cent discount; 
larger and longer, 40 per cent discount : 
with C T D nuts, all sizes 25 per cent dis- 
count; tap bolts, list, net; common carriage 
bolts, all sizes, 37% per cent discount; 
Eagle carriage bolts 50 and 10 per cent 
d'scount; stove bolts, large lots, 65 per cent 
discount; small lots, 55 per cent discount; 
bolt ends, 40 per cent discount; tire bolts, 
50 per cent discount. 

Nuts, H P square, blank and square 
tapped, list, net; C P C and T squared 
blank and tapped, list, plus 1c.; extras of 
le. to 5c. per lb. are charged for less than 
keg lots; semi-finished hexagon nuts, 60 
per cent discount; finished case hardened 
nuts, 60 per cent discount; machine screw 
nuts, iron list; machine screw nuts, brass, 
25 per cent discount. 


Bottles—New inquiries for bottles 
are being received daily, although the 
market is by no means active. There 
is, however, just enough doing to lend 
considerable encouragement to the job- 
bing trade as regard future business. 
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We quote from jobbers’ stocks: Thermos 
bottle, brown steel case, pints, $2.75 list 
quarts, $4.75; corrugated nickel, pint- 
$4.50; quarts, $5.75; smooth nickel, pints, 
$4.50; quarts, $6.25. Discount 25 and 10 pe: 
cent. Ferrostat pints, black finish, $7.54; 
leather finish, $8.50; quarts, black finish 
$10; 2-qt. $15; quarts, leather finish, $11; 
2-qt. $16. Discount 33% per cent. 

Jugs.—Ferrostat, 1 qt. No. 404, Verde 
copper finish, $14 each, less 30 per cent dis- 
count. 

Brads.—List quotations on wire brads 
remain unchanged, but a more favorable 
discount to the retail dealer has been 
generally made, it now being 60 and 10 
and 10 per cent. 

Canned Heat.—Interest in the canned 
heat market is strong with all lines in 
this department selling extremely well. 
In fact, at the present rate of business 
being booked by the jobbing trade, al! 
previous high records will go by the 
board this year. 


We quote from jobbers’ stocks: 
$10.80 per gross, in any quantity; Theroz, 
$14.70 per gross in any quantity. Sterno 
cooking ware—No. 4001, stands with boiler, 
$2; tea kettle with tray, $2.75; folding 
stoves, single burner, $1.50; double burner, 
$2: discount 3314 per cent. 

Theroz Cooking Ware—Paragon burners, 
10c. each; No. 4 burners, $2 per doz. ; Con- 
tinental (copper), $4 per doz.; Continental 
(nickel), $8 per doz.; blue flame stoves, 
two burners, $2.35 each; combination mess 
kits, $3.33 each. 


Carpenters’ Tools.—Such carpenters’ 
tools as hammers, hatchets and the like 
are moving in a fairly satisfactory vol- 
ume. The local building strike situa- 
tion, which has been reflected to a cer- 
tain extent in all sections of New Eng- 
land, unquestionably has hurt the sale 
of hammers, etc., which makes the pres- 
ent volume passing from manufactur- 
ers’ to distributing hands, appear all 
the more remarkable. 


Drills and Reamers.—The sale of 
drills over the counter, according to 
those retail hardware dealers inter- 
viewed since last reports, has been 
somewhat disappointing. Strange as it 
may seem, however, these same con- 
cerns say business in reamers has been 
better than might be expected. No ex- 
planation can be given. 


We quote from jobbers’ stocks: 

Drills.—Carbon, sizes up to 1%-in., tap- 
ered and straight shank, 40 per cent dis- 
count; bit stock drills, 45 per cent discount: 
center drills, 40 per cent discount; drills 
and countersinks combined, 10 per cent dis- 
count; ratchet drills, list; wood boring 
brace bits, 40 per cent discount; high speed, 
wire gage and letter sizes, plus 10 per cent; 
straight and tapered shank, 1/16 to %-in., 
plus 20 per cent; 33/64 and larger, plus 
20 and 10 per cent; all other kinds of 
drills, 40 per cent discount. 

Reamers.—Bit stock, 20 per cent dis- 
count ; bridge square and T §S standard 
makes, 55 per cent discount; chucking, 2° 
per cent discount; tapered pins, No. 00 to 
No. 5, 40 per cent discount; No. 6 and 
larger, 25 per cent discount’; escutcheon 
pins, 30 per cent discount; shell fluted rose 
and socket reamers, list. 


Freezers.—Although a little early in 
the season, orders for ice cream freez- 
ers are beginning to be received by the 
jobbing trade, which is considered sig- 
nificant. General opinion in wholesale 
circles is that the retail hardware trade, 
in New England, at least, is lightly 
stocked. 


We quote from jobbers’ stocks: 
_White Mountain, 1- 7, 5 $4.85 Bs: 8 
. : qt. 
3 10- -qt., $18; 
; 20-qt., $33.20; 
; Discount: ' 25 ‘per cent. 2 
Artic. 2-qt.. $4.60 each ; 3-at.. $5.55: 4-aqt 
$6.80; 6-qt., $8.60. Discount 25 per cent 
Acme. 2-at., $12 per doz. from store 
4-qt., $20 per dozen from factory. 


Sterno, 
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Hinges.—Leocal quotations on Gem 
door hinges have been reduced approxi- 
mately 10 per cent following a similar 
reduction in the manufacturer’s list. 

Iron and Steel.—Iron and steel con- 
tinue to move out of stock in limited 
quantities, which makes the process of 
reducing jobbers’ stocks a slow one. Oc- 
casionally, however, a jobber runs out 
of a certain line or kind and is obliged 
to re-order from the mill, but as a rule 
the local wholesale dealers can make 
prompt deliveries on anything. Prices 
are reported as steady and unchanged. 


We quote from jobbers’ stocks: 

Iron.—Refined, $3.53 per 100 lb. base; 4 
ind 5/16-in. round and square, $5.40; best 
refined iron, $5; Wayne iron, $8.50; Nor- 
way iron, $12. 

Steel.—Soft steel bars, $3.53 per 100 Ib. 
base; flats, $4.40 to $4.75; concrete bars, 
plain, $3.53; twisted, $3.75; angles, chan- 
nels and beams, $3.53 to $3.63; tire steel, 
$4.50 to $5; open-hearth spring steel, $6; 
crucible spring steel, $12; steel bands, $4.23 
to $4.78; steel hoops, $4.90; cold rolled 
steel, $4.50 to $5.75; toe calk steel, $5.50. 

Quantity differentials, lots under 1000 Ib. 
of a size, 35c. per 100 lb.; lots of 1000 Ib. 
to 1999 Ib. of a size, T5c. 


Knives.—It is rumored here that one 
of the largest manufacturers of pocket 
knives in New England will reduce 
prices within the near future. Because 
of the prominence of the manufacturer, 
the jobbers are wondering what effect 
its reduction, if made, will have on the 
other manufacturers’ lists. 

Lantern Globes.—A still further re- 
duction in manufacturers’ prices on lan- 
tern globes has been made, this time 
amounting to 5 to 20 but averaging ap- 
proximately 10 per cent. Local jobbing 
quotations have been revised accord- 
ingly. 

Lawn Mowers.—To hark back to last 
year, it will be recalled the average re- 
tail hardware dealer considered prices 
on lawn mowers altogether too high, 
and because of this feeling bought spar- 
ingly. As a result, retail stocks, gener- 
ally speaking, were reduced to a mini- 
mum. This fact is reflected in orders 
received so far by the jobbing trade this 
year. They report business as excellent 
and the prospects of a shortage in sup- 
plies before the close of the season as 
within the range of possibility. 


We quote from jobbers’ stocks: Low- 
grade lawn mowers, 14-in., $7 each; 16-in., 
$7.35; medium grade, ball bearing, 16-in., 
$9.90 each; 18-in., $10.45; better grades, 
ball bearing, 5 blade, 14-in., $17.05; 16-in., 
$18.15; 18-in., $19.25; 20-in., $20.85. 


Lead.—A slightly better demand for 
sheet lead is noted. Possibly the in- 
creased business is based on the fact the 
American Smelting & Refining Co. has 
advanced its price on pig lead from 4c. 
to 4.10c. The steadier feeling in the pig 
market is based, it is said, on a de- 
crease in offerings of foreign stock and 
the curtailment of mining operations in 
this country. 


We quote from jobbers’ 
lead, 11le. per lb. base. 


Millers Falls Goods.—The Millers 
Falls Co., Millers Falls, Mass., quite re- 
cently notified the jobbing trade here of 
the elimination of certain makes of hack 
saw frames, power hack saws, square 
hole punches, taps and reamers, center 
finders, and screw drivers. In all, there 
were seventeen numbers eliminated. 
These are understood to have been the 


stocks: Sheet 
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slow sellers and in no way effecting 
similar kind of tools which have a ready 
market. The over-the-counter demand 
for this class of tools is irregular. That 
is, it is excellent on some days and un- 
satisfactory others. On the whole, how- 
ever, market conditions are satisfactory. 

Nails —A majority of the jobbing 
trade have reduced prices on wire nails 
25c. per cask or from $4.35 to $4.10. 
The probabilities are that those jobbers 
who have not changed prices will fall 
into line before the close of another 
week. The local market on Never-rust 
galvanized cut nails is 50c. per cask 
lower, and there also has been a revi- 
sion in prices on hardened steel nails. 
The demand for nails, especially wire, 
has not varied noticeably of late, conse- 
quently the change in prices is due al- 
most entirely to the fact that mills, in 
certain instances, have been offering 
stock at reduced prices. 

We quote from jobbers’ stocks: Wire 
nails, per keg, from the store, $4.10 base, 
f.o.b. Boston; coated wire nails, $5 per keg, 
base; cut nails, $7 per keg base, with the 
Tremont schedule of extra; galvanized cut 
nails, $10 per keg base. 


Pruning Shears.—Jobbing sales of 
pruning shears continue very satisfac- 
tory. As a matter of fact, business is 
better than it has been before at this 
time of the year in a long time. 


We quote from jobbers’ stocks: Pruning 
shears, Seymour Smith line, No. 0, $6.30 per 
doz.; No. 23, $9.66; No. 21, $12.60; No. 30, 
$12.60; No. 65, $13.86; No. 40, $23.10; No 
240, $25.20; No. 290, $31.50. French wheel 
pruners, 8-in., $16 per doz.; 9-in., $19. 


Scythes—Scattering orders for 
scythes are coming into this market, 
but it is a little early for the seasonable 
demand to set in. Prices are no lower 
than they were at the close of last sea- 
son, at which time the retail trade in 
general considered them excessive. As 
a result the retail dealers bought spar- 
ingly and it is believed their stocks are 
far below normal. 


We quote from jobbers’ stocks: Scythes, 
solid steel, grass, $19 per dozen; brush and 
bramble, $19.50 per dozen. 


Seeds.—Seeds of all kinds are a big 
drawing card for the retail hardware 
dealer. The desire of people to secure 
seeds and prepare for planting sooner 
or later gets them into the hardware 
store. Some of the dealers located near 
the North and the South Stations, this 
city, inform us that March sales of 
seeds surpassed everything on record. 
In many New England cities the muni- 
cipal authorities are doing everything 
to encourage gardening and remarkable 
interest is being shown by the public in 
general. Applications for garden plots, 
according to city fathers, are coming 
in in large numbers. Many retail hard- 
ware dealers are stimulating interest 
by keeping the people of their respec- 
tive towns and cities informed on 
prices, stocks available, etc. 

Toys.—Heretofore there has been a 
good business done in anticipation or- 
ders for toys. This year, according to 
the jobbers, orders have come in slowly 
to date, which generally is attributed to 
the fact that the average retail dealer 
is too busy selling other kinds of mer- 
chandise to give much attention to toys. 
The American toy makers have made 
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many improvements in their lines both 
as to quality and kinds and offerings 
are extremely attractive. In addition, 
prices are all of 20 per cent less than 
they were last year on steel toys, and 
according to general predictions, will 
remain on an even keel the balance of 
1921. Efforts to interest New England 
buyers in German toys have not been 
successful, so far, at least, the American 
merchant feeling that deliveries of same 
are uncertain. 

We quote from jobbers’ stocks: 

Erectors, No. 1, $1.17 each; No. 2, $2.10: 
No. 3, $3.33; No. 6, $7; No. 7, $10: No. 8, 
$16.67; No. 10, $24.50. 

Wireless sets.—No. 
Soldering outfits. 
No. 7002, $1.67 

Miscellaneous.—Hydraulic and pneumatic 
engineering, No. 6502, $7 each Heat ex- 
perimenting, No. 6510, $7.50 Separate 
phone, No. 3507, $3.63 

Mineralogy.—No. 6550, $5.25. 

Motors.—No. P-52 (2 terminal batteries), 
$l each; No. P-54 (reverse motor), $1.83; 
No. P-58 (4 terminal batteries), $1.58; No. 
P-60-C (transformer) $4.55. 

Tool chests.—No. 701, $2.07 each 

Wire Cloth and Netting.—Wire cloth 
and netting continues to move out of 
local stocks in a satisfactory manner. 
Most of the stock moving was ordered 
some time ago, but new orders are find- 
ing their way into this market, however, 
and these usually call for immediate 
shipment. There has been a material 
reduction in holdings of jobbers and 
from their standpoint at least, the sea- 
son will prove a profitable one. 

We quote from jobbers’ stocks: 

Wire Cloth Black, from the mill, $2 
base, f.0.b. Pittsburgh; from the store, $2. 
f.o.b. Boston. 

Window Netting.—Galvanized céllar win- 
dow netting, hardware grade, 12 to 24-in., 
64c. per sq. ft.; 24 to 48-in., 6c. per sq. ft 

Poultry Netting.—Factory shipments, 40 
per cent discount, f.o.b. Pittsburgh; from 


the store, 35 per cent discount, f.o.b. Bos- 
ton 


Wrenches.—The local market on ag- 
gricultural wrenches is lower, now being 
quoted on a basis of 40 per cent dis- 
count, as against 25 per cent heretofore. 
Prices for other kinds of wrenches re- 
main unchanged, and while business 
could be better, jobbers say there is suf- 
ficient doing from day to day to keep in- 
terest alive. 


We quote from jobbers’ stocks: 
55 and 5 per cent discount; 
wrenches and parts, new list, 55 and 5 per 
cent discount; Coes wrenches, 33% per cent 
discount; drop forged wrenches, 20 per 
cent discount; Wescott’s wrenches, net list 
agricultural wrenches, 40 per cent discount 


4004, $3.85 each 
No. 7001, S83e 


each ; 
1.67. 


60 
75 


Stillson, 
Trimo_pipe 


The Burditt & Williams Co., 160 Fed- 
eral Street, Boston, who for many 
years previous to the war was the ex- 
clusive selling agent in the United 
States for the genuine Marty rat and 
mouse traps, the manufacture of which 
was discontinued during the war, are 
again resuming their relations with the 
manufacturers and expect shortly to be 
in a position to supply the trade. 


Grainger Promoted 


C. A. Grainger, formerly factory 
representative of the American Ham- 
mered Piston Ring Co., Baltimore, in the 
southeastern district, has been promoted 
to district sales manager in the ter- 
ritory comprising Texas, Missouri, Kan- 
sas, Arkansas and Oklahoma. 












































































































Office of HARDWARE AGE, 
1002 Park Building, 
Pittsburgh, April 4. 

CAREFUL survey of conditions to- 

day in the heavy iron and steel 
trades shows no important changes over 
those noted in our previous report, and 
the market is expected to go along 
about as it is now until there is some- 
thing definite known as to what action 
the Steel Corporation is going to take 
in the way of making reductions in 
prices. Judge Gary, chairman of the 
Corporation, is away on an ocean voy- 
age, but will be back in a short time. 
Very soon after his return, there will 
no doubt be something given out that 
will indicate definitely whether the 
Steel Corporation intends to make any 
reductions in prices. The consensus of 
opinion is that the Corporation will 
make a drastic cut in prices on both 
raw and finished steel, but the Steel 
Corporation has always followed the 
policy of keeping to itself what it is 
going to do in any matter, and then it 
does it when it thinks the right time has 
come to do it. 

Opinions differ as to what would be 
the immediate effect of a general reduc- 
tion in prices by the Steel Corporation. 
Some think that an immediate revival in 
demand would follow, while others 
equally well informed think that for the 
time being, at least, it would only add 
to the hesitation in buying that has 
been the leading feature of the market 
for so long. One thing seems to be 
fully assured, and that is, that the con- 
suming trade has got to be fully con- 
vinced that bottom has been reached 
before there will be any general heavy 
buying beyond the actual necessities of 
the consumer. 

Price changes in heavy iron and steel 
in the past week have been unimportant. 
There have been some reductions made 
in warehouse prices by at least one lead- 
ing independent steel company, this par- 
ticular concern now quoting soft steel 
bars from warehouse to the small trade 
at 2.75c., this being the lowest price on 
steel bars in small lots that has been 
named for several years. Warehouse 
prices on iron bars, sheets, wire prod- 
ucts, pipe and tubes, and on other steel 
products are also slightly lower. 

Operations of the steel mills are 
about on the same basis that has been 
noted in our reports for several weeks. 
The sheet mills that make a specialty of 
high grade sheets for the automobile 
trade have had some suspended orders 
for sheets reinstated, and new orders 
are a little more numerous. Much 
cheerful news has been printed lately 
of the great improvement in trade that 
has come lately to the automobile build- 
ers, but from reliable sources it is 
learned that, as a rule, this excluding 
the Ford Motor Co., the automobile 
trade is not operating to more than 25 
to 30 per cent of capacity, and that the 
immediate outlook for a heavier rate of 
operation is not very bright. 

Taken as a whole, it can be said that 








HARDWARE AGE 
PITTSBURGH 


the heavy steel trade is in an absolutely 
waiting attitude, and this condition is 
likely to last for considerable time yet. 

As stated in a previous report, there 
is much more encouragement to be 
found in the jobbing and retail hard- 
ware trades than in the steel trade. 
Jobbers here say that seasonable goods 
are moving out more freely than they 
thought would be the case a few months 
ago. However, there is this difference 
in doing business now over those exist- 
ing one year ago. One year ago, there 
was a shortage in supply in many lines 
of goods, and the jobbers were cutting 
down orders from their customers in an 
effort to make their light stocks go as 
far as possible, and keep everybody 
satisfied. This year there is a strong 
tendency on the part of the retailers to 
underbuy, due to the fear that there 
may be more declines in prices. It is 
harder to get orders, and as one leading 
jobber put it to the HARDWARE AGE man 
recently, this is “a go-get-it year.” By 
this he meant that this year the sales- 
man has to bring into play all his arts, 
before he can put the sale across. Or- 
ders being placed by the retailer are 
smaller than usual, and he is playing 
safe. 

Changes in hardware prices in the 
past week have been unimportant. On 
some lines there have been further re- 
ductions of 10 to 15 per cent, but in the 
main, prices are holding fairly steady. 
Local retailers say that as fast as they 
get lower prices from their jobbers, 
they pass them on to the customer, 
often on goods that were bought at 
higher figures, and on the sale of which 
they have little or no profit. Stocks of 
goods held by the retail hardware trade 
in this city are said to be lighter now 
than for a long time. In the event of 
further declines in prices, they are well 
prepared for them, and can meet them 
without incurring more than ordinary 
losses. 

The volume of business in March as 
reported by several leading jobbers and 
retailers was better than expected, and 
April is expected to show an increase 
over March. One leading jobber says 
that his business in March in dollars 
and cents was slightly larger than in 
the same month last year. Traveling 
men say the feeling in the country dis- 
tricts is much better, but there is still a 
disposition on the part of buyers to 
place orders only for such quantities of 
goods as will be needed in the near 
future. The opinion is strong that the 
time has not yet come for the merchant 
to anticipate his needs, particularly in 
view of the fact that he can get goods 
promptly. 

Aluminum Ware.—There has been no 
general reduction in prices of aluminum 
kitchen utensils by any of the makers, 
and none is expected. However, it is 
the custom of some leading makers to 
have a special annual sale on one item 
of aluminum ware, and on which a low 
price is made in order to influence sales 
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of other goods. Each year one item is 
picked out, sometimes it is a coffee pot, 
a strainer, a stew pan or some other 
article, and then a certain number of 
this particular item is allotted to each 
leading dealer, the number he receives 
being dependent on the purchases of 
the dealer during the year. Last week 
this annual sale was held, the piece se- 
lected for the special drive being a stew 
pan, on which the retailer made the low 
price of 29 cents each. The lid for the 
pan was made of heavy block tin and 
retailed for 10 cents. Many thousands 
of these stew pans and lids were sold 
in the stores of this city, but the re 
tailer made a good profit on these goods, 
in spite of the very low prices at which 
the housewife was able to buy them. 
The aluminum stew pan cost the dealer 
24 cents, the lid cost about 4 cents, so 
that on each sale of a stew pan and lid, 
the dealer has the nice profit of about 
11 cents on each 39-cent sale. These 
sales have the effect of popularizing the 
use of aluminum goods in the kitchen, 
and at the same time give the retdiler 
more sales of aluminum goods and good 
profits. The displays of aluminum goods 
in windows and stores in this ‘city last 
week were very attractive, and helped 
the sale of the goods very much. 

Automobile accessories.—These goods 
are now starting to move out in much 
larger volume. On the standard lines 
of accessories, prices are holding fairly 
well, but on the cheaper grades, prices 
are being cut to more or less extent. 
Tires are moving more freely than for 
some time, but department stores are 
cutting prices very much on the cheaper 
grades, and to some extent on the stand- 
ard makes of tires. Repair shops re- 
port they are busy, and are placing or- 
ders freely with the supply houses. 
More pleasure cars and business trucks 
will be driven this year than ever be- 
fore, but there will be fewer new cars 
bought. Many owners of the cheaper 
cars find their incomes reduced now over 
last year, and will make the old car 
answer for another year at least. Aside 
from the Ford Motor Co., output of cars 
at present by all the other makers is 
not over 25 per cent of normal, if it is 
that large. 

Ash Sifters.—Two of the leading 
makers have revised prices, and are 
now quoting prices about 10 per cent 
lower on all grades. 

Axes.—There is only a fair demand, 
and trade will not be much better until 
there is improvement in the lumber and 
building trades. Prices are unchanged. 

Jobbers quote single bitted, first quality 
axes at $16 per doz., and first quality 
double bitted, $22.50 per doz 

Bicycles.—The trade in bicycles is 
now starting up, and there are signs 
that the demand this year will be better 
than last year. On the standard makes 
of bicycles that have complete equip 
ment, guaranteed tires and that ar 
well-known in the trade, prices are 
about the same as last year. On some 
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makes, prices are being cut over last 
year, but this is at the expense of 
cheaper equipment. Standard makes of 
bicycles range from jobbers at $33 to 
$43 each. Makers report they are 
fairly busy, but can make prompt ship- 
ments on orders. 

Bolts and Nuts.—Some makers have 
recently put out a new list of discounts 
showing an average reduction of about 
5 per cent in prices. The demand is re- 
ferred to as quiet, orders placed being 
small, and to meet current needs. None 
of the makers of nuts and bolts is run- 
ning to more than 40 to 50 per cent of 
capacity. Jobbers quote to the small 
trade about as follows: 


Machine bolts, small sizes, 50 and 10 


off: larger sizes, 45 and 10 off; carriage 
bolts, small sizes, 45 and 10 off; larger 
sizes, 40 and 10 off; stove bolts, 70 and 10 
off; semi-finished nuts, 9/16” and number, 
70 off; larger sizes, 50 and 10 off. 


Builders’ Hardware.—No betterment 
is noted for these goods, and until the 
building situation gets better, none is 
expected. The building trade in this 
city is extremely dull, and is likely to be 
worse before it is better. The local 
electricians, who are now being paid 
$1.25 per hour, or $10 per day for an 8- 
hour day, went on strike on April 1, de- 
manding an advance to $1.50 per hour, 
which the employers refused to grant. 
This trade may be tied up for 
some time, and the strike will not only 
hurt new building prospects, but will 
tie up all work on new buildings now 
under way. It is absolutely certain that 
there will be no betterment in the build- 
ing trade until the men agree to accept 
lower wages, and just now they seem 
strongly opposed to doing this. 

To try to bring that about the Build- 
ing Construction Employers’ Associa- 
tion has submitted to the workmen’s 
unions a wage scale, to take effect June 
1, which, if accepted, is counted on to 
cause many to build, the scale calling 
for an average wage reduction of about 
20 per cent. It is claimed that while 
some building trades seem inclined to 
accept the proposed reductions the 
bricklayers are strongly opposed to any 
such move, for at present their wage is 
$1.50 an hour, while the wage offered is 
$1.12% per hour. Prices on all lines of 
builders hardware are steady, but the 
demand is quiet. 

Chain.—Prices on chain are fairly 
steady, makers reporting a fair volume 
of new business, but orders placed are 
mostly for small lots to meet current 
demand. Chain plants are running to 
only about 50 per cent of capacity, or 
less. Makers are quoting to the jobbing 
trade about as follows: 


7134". 
Copper Products.—There is nothing 
new to report. The new demand is dull, 
and only for small lots to meet actual 
needs. The local copper rolling mill is 
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running only three days per week, and 
8 hours per day. For large lots of pure 
copper we quote: 


Copper wire rods, 
14.00c.; copper wire, net, 
copper sheets, 20.25c. to 20.50c.; copper in 
rolls, 19.25c. to 19.50c.; copper bottoms. 
27.75¢c. to 28.00c.; copper rods, round, 18.75c. 


black, net, 
14.50c. 


3.50c. to 
to 15.00c; 


Cider Mills.—These goods are now in 
season, and there is some demand. The 
Eagle Machine Co., Lancaster, Ohio, is 
quoting about the same prices on its 
cider and wine mills that were in effect 
last year. 


Fodder Yarn.—New prices just sent 
out on this product are radically lower 
than last year. Jobbers now quote this 
material at lle. per lb., this being 5c. 
per lb. less than prices in effect all 
through 1920. 


Finished Steel Products—A leading 
local independent steel company has 
sent out new warehouse prices on fin- 
ished steel products that are consider- 
ably lower than those in effect for some 
time. This concern has large warehouses 
in the Pittsburgh district; its new prices 
being as follows: 

Bars and small 100 
Ib. 3ands No. 12 to 3/16” inclusive, $3.45 
base, 100 lb. Cold finished steel, rounds, 
squares, hexagons and flats, $4.25 base, 100 
lb. Bright wire nails, $3.50 base, 100-lb. 
keg. Coated wire nails, $3.10 base, count 
keg. Smooth foundry nails, 2 x No. 10, 
$5.20 net, 100-lb. keg; 2% x No. 10, $5.15 
net 100-lb. keg; 3” x No. 9 to 6” x No. 9, 
$4.95 net, 100-lb keg. 


Large head bright roofing nails: % x No 
10, $5.50 net, 100-lb. keg: 1 x No. 10, $5.40 
net, 100-lb. keg; 1% x No. 10, $5.30 net, 
100-lb. keg: 1% x No. 10, $5.25 net, 100-Ib. 
keg; 1% x No. 10, $5.20 net, 100-lb. keg. 


shapes, $2.75 base, 


Soft 
100-lb. 
base, 


black annealed wire, 3.75 base, 

coil. Soft galvanized wire, $4.20 
100-lb. coil. Bright soft market wire, 
$3.90 base, 100-lb. coil. 


Tee rails: 25-lb. and heavier, $3.05 net, 
100 Ib.; 16 and 20-lb., $3.091%4 net, 100 Ib.; 
12-lb., $3.14 net, 100 Ib.; 8-lb., $3.1814 net, 
100 Ib. 


9/16 


Spikes: 5%” in., $4.05 net, 100 Ib.; 
j 100 


in., $4.05 net, 100 lb.; % in., $4.55 net, 
Ib; 7/16 in., $5.65 net, 100 Ib.; 3 in. and 3% 
in. x % in., $4.80 net, 100 Ilb.; 2% in. x % 
in., $5.05 net, 100 Ib.; 5/16 in., $5.35 net, 
100 lb. 


dated 
subject 


This supersedes our price letter 
Feb. 1, 1921, and prices quoted are 
to change without notice. 
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Ice Cream Freezers.—Prices in effect 
on the leading makes are the same as 
those of last year, and makers say that 
their present stocks were made up last 
year when wages and steel and other 
materials were much higher than they 
are now. 


the 


Prices quoted by jobbers on leading 
makes are as follows: Blizzard, 3-qt., $3.90; 
4-qt., $4.80; 6-qt., $6; 8-qt. $8. Lightning, 
3-qt., $4.25; 4-qt., $5.25; 6-qt., $6.50; 8-qt., 
$8.50. Arctic, 3-qt., $3.90; 4-qt., $4.80; 6-qt., 
$6; 8-qt., $8. White Mountain, 3-qt., $4.75; 
4-qt., $5.75; 6-qt., $7.40; 8-qt., $9.50 Auto 
Vacuum, 1-qt., $3.33; 2-qt., $4; 4-qt., $6.67. 
Acme freezer, 2-qt., $1. Jobbers say there 
is already some demand, and the outlook 
for the season is regarded as good 

Padlocks.—A report was current here 
that prices had been reduced, but it 
proved to be untrue. However, the trade 
is looking for announcement at any 
time of a reduction in prices. 


Sheets.—Mills that roll high-grade 
sheets for automobile use report that 
more orders are coming in than for 
some time. However, the general con- 
dition of the automobile trade is quiet, 
and, as a whole, it is on about a 25 per 
cent basis, this excluding the Ford Mo- 
tor Co., which is said to be running 
nearly full. 


Black sheets, 
3.85¢. to 4c. at 


from 
while 


box annealed, range 
mill, in large lots, 
galvanized range from 4.75c. to 5.70c., the 
latter being the price of the American 
Sheet & Tin Plate Co., in “large lots to 
leading consumers. Jobbers charge the 
usual advances over these prices for small 
lots from store. 

Washing MachineS:—Jobbers report 
they are having a fairly good trade in 
the better makes of washing machines. 
The Universal is sold by jobbers to the 
trade at 30 per cent off list, and is sold 
to the user at about $175, delivered. A 
reduction of about $25 per machine has 
been made by the Pittsburgh Gage & 
Supply Co., who are the makers of the 
Gain-A-Day washing machines. 


Valvés.—A reduction of about 10 per 
cent in prices has been made on the full 
line of globe and angle brass valves. 


Vises.—A reduction of about 10 per 
cent has been made in prices on the dif- 
ferent lines of machinists’ vises. 


CLEVELAND 


Office of HARDWARE AGE, 
538 Guardian Building, 
Cleveland, April 4 

6 erm has been some improvement 

in both the retail and wholesale 
hardware trade during the past week. 
Garden tools and other spring goods 
have commenced to move from the re- 
tailers’ stores and weather conditions 
have stimulated the buying of season- 
able goods by retail merchants who 
have deferred purchasing as long as 
possible, expecting lower prices. Job- 
bing houses are getting some good-sized 
orders in spite of the fact that most re- 
tailers are still buying very conserva- 
tively. Jobbers are also keeping their 
stocks low in order to take advantage 
of any price declines. Some special 
items that jobbers are able to buy at 
lower prices than the regular lines are 


moving well. A good‘demand is coming 
from country merchants for barb wire 
and fencing, which have been scarce 
and high in price the past few years. 
Because of this, many farmers put off 
the building of new fences. Builders’ 
hardware continues quiet. 

A number of price reductions devel- 
oped during the week. Another cut has 
been made on galvanized ware, and 
other items on which reductions have 
been made include steel sheets, pipe 
fittings, tacks, wrought washers, sash 
weights and cotton rope. 

Jobbing houses report that collections 
are fair from merchants located in the 
rural districts, but collections in the 
larger cities are rather slow. 

Automobile Tires and Accessories.— 
The demand for tires and accessories is 
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beginning to show a little more life, but 
retailers are buying in very small lots. 
Retail merchants report that their sales 
in these lines are picking up and they 
expect a very good volume of business 
this spring. Automobiles have been op- 
erated much more than usual during the 
past winter season owing to the mild 
weather, and dealers believe that this 
means a large demand for new tires 
and accessories. Prices are unchanged. 
We quote from jobbers’ stocks, f.o.b. 
Cieve land: Reliable jacks No. 1, $2.33; No. 
$3.33, in lots of 12; A. C. Titan spark 
plugs, 65c. in lots up to 10, and 58e. in lots 
of from 10 to 100; Derf spark plugs, 96c. 
each for all sizes, in lots less than 50; 
each for less than 100 


Champion X, 50c. 
and 48c. each for over 100; Champion regu- 
100, all sizes, 


lar, 58c. each for less than 
and 56c. each for over 100. 

Axes.—Jobbers are getting a moder- 
ate volume of business in axes, both for 
immediate delivery and for fall ship- 
ment. Prices are unchanged. 

Jobbers quote bitted axes at $25 
per doz. and double at $30 per doz. 

Barb Wire.—A good volume of orders 
is being booked for barb wire for early 
shipment. Stocks in retail stores are 
generally low. Prices are unchanged. 


We quote barb wire from jobbers’ stocks, 
S0-rod spools, as follows: Cattle wire, 
hog wire, $4.40; American special, 


single 
bitted 


in 
4 


10; 
Ld. 
“Bolts and Nuts.—The bolt and nut 
market is rather slow. Manufacturers’ 
prices are somewhat unsteady but re- 
tailers are trying to hold to prices that 
they have been quoting for some time. 

Jobbers quote: Large machine bolts, 50 
to 50, 10 and 5 per cent off list; small ma- 
chine bolts, cut thread, 50 and 10 to 60 
per cent off list; rolled thread, 60 to 60 and 
5 per cent off list ; carriage bolts, cut thread, 
40 to 45 per cent off list; rolled thread. 45 
to 50 per cent off list. 

Binder Twine.—Jobbing houses re- 
port a good volume of business in binder 
twine since the recent announcement of 
prices for the coming season. In our 
last report the new price for mill ship- 
ment was erroneously stated to be 
13%c. per lb. This price should have 
been 14%c. per lb. 

Jobbers quote binder 
Ib. for mill shipment 
stock shipment. 

Common Chain.—The chain market is 
very quiet at present and prices are un- 
changed. 

Jobbers quote % in. common 
101.c. per lb. and 4% in. at $'4c. 
stock shipment. 

Cotton Rope.—Prices on cotton rope 
have declined 5c. per lb. 

Jobbers quote %g-in. rope at 27c. per Ib. 

Eave Trough and Conductor Pipe.— 
Since the recent price reduction retail- 
ers have been placing orders fairly 
freely for eave trough and conductor 
pipe. 

Jobbers quote 
off list and conductor pipe 
list 

Fence.—There is a very good demand 
at present from the country merchants 
for fence for spring delivery. Prices 
are unchanged. 

Jobbers quote fence 
burgh, as follows: 58 per 
full cars; 57 per cent off list for 
oer over; 56 per cent off list for 
1000 rods 

Furnace Pipe and Elbows.—There is 
a fair demand for furnace pipe and el- 


l4l.e. 
per Ib. 


per 
for 


twine at 
and 15e 


chain at 
per lb. for 


eave trough at 74 per cent 
at 65 per cent off 


prices f.o.b. Pitts- 
cent off list for 
1000 rods 
less than 
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bows for shipment up to September 1. 
Prices are unchanged. 


We quote furnace pipe as follows: 
tin pipe, 50 and 10 per cent off list; nested 
galvanized pipe, 50 per cent off list; tin and 
galvanized elbows, 45 per cent off list. 


Fittings.—A price reduction has been 
made on pipe fittings. Malleable fittings 
are now quoted by jobbers at net list in- 
stead of list plus 6 per cent, and cast 
iron fittings at 20 and 5 off list, as com- 
pared with the recent price of 15 per 
cent off list. 

Garden Tools.—City retailers report 
some activity in garden tools, although 
it is a little early for this business to 
get under way. Jobbers orders for gar- 
den tools have improved, as many re- 
tailers who deferred buying are now re- 
plenishing their stocks. 

Garden Hose.—Prices on garden hose 
are somewhat unsettled. A _ leading 
manufacturer has just made a 5 per 
cent reduction on hose, but it is reported 
that this reduction applies only to this 
territory. 

Galvanized Ware.—Another reduction 
of 5 per cent has been made on galvan- 
ized tubs and pails. With a declining 
market the demand is rather slow, as 
retailers are following a hand-to-mouth 
policy in making purchases. 


Jobbers quote galvanized tubs with 
wringer attachment, No. 1, $7.50 per doz.; 
No. 2, $8.50 per doz.; No. 3, $10.50 per 
doz.; 12-qt. pails, $2.75 per doz.; Red Band 
pails, $8.64 per doz. 


Handles.—Wood handles are in fair 
demand and prices are steady and un- 
changed. 


Jobbers quote 
Company's hay 
without ferrules, as follows : 
handles, $3.50 per doz.; 4% f 
doz.; 5 ft., $4.50 per doz.: <x grade, 4 ft. 
$4.10 per doz.; 4% ft., $4.35 per doz.; 5 ft.. 
$5.50 per doz. Shovel handles : x aie D 
shovel handles, $6.25 per doz.; long handled 
shovel handles, X grade, $5 per doz. Hoe 
handles, X grade, $4 per doz.: No. 1 grade, 
$2.25 per doz. Single and double bit axe 
XXX grade, $5.25 per doz.; XX 
per doz.; X grade, $2.60 per 


Nested 


Fork & Hoe 
fork handles, 
4 _4 ft. 


American 
and manure 


handles, 
grade, $4.25 
doz. 


Lanterns.—The demand at present 
for lanterns is very quiet, as most of 
the fall business has been placed. 

Jobbers quote No. 77 cold blast 
globe lanterns at $14 per doz, 

Lawn Mowers.—Most of the early or- 
ders for lawn mowers have been filled 
and some buying is now being done by 
retailers who have been holding off. 


Nails and Wire.—The demand for 
nails and wire is rather light. Jobbers 
are carrying low stocks owing to the 
uncertainty about the price situation. 
Prices are unchanged. 
at $3.75 per keg for 
less than car lots for stock shipment; $3.60 
per keg for less than car lots for mill ship- 
ment and $3.35 per keg for car lots for mill 
shipment. For shipment from stock jobbers 
quote No. 9 annealed wire, $3.75 per 100 
Ibs.; No. 9 galvanized wire, $4.45 per 100 
Ibs.; cement coated nails, $3.50 per 100 Ibs. 

Oil Cook Stoves.—The demand for oil 
cook stoves is fair at present, having 
improved recently. Prices are un- 
changed. 

Jobbers quote 


short 


Jobbers quote nails 


the Kerogas type of {cook 
stove as follows: Two-burner, $12. 3- 
burner, $17.45; 4-burner, $21.70. 


Poultry Netting and Wire Cloth.— 
The early appearance of spring weather 
stimulated the demand for both poultry 
netting and wire cloth. Many retailers 
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have asked that shipments be rushed 
and some cancelled orders were rein- 
stated. Owing to the rather unexpected 
early demand deliveries from factories 
have come rather slow. However, job- 
bers have fair stocks. Prices are firm 
and unchanged. 


Jobbers quote as follows: Poultry netting 
45 per cent discount f.o.b. Pittsburgh fo 
mill shipment and 40 to 40 and 5 per cent 
discount for shipment from stock for gul- 
vanized weaving black wire cloth, $2.75 per 
100 sq. ft. for shipment from stock, and 
$2.50 f.0.b. Pittsburgh for mill shipment 
white metal and galvanized wire cloth, $3 
per 100 sq. ft. for mill shipment and $3.2 
for stock shipment; bronze wire cloth, $9.2 
per 100 sq. ft. 

Roller Skates.—Jobbing houses are 
doing a good volume of business in 
roller skates for early shipment. Prices 
are unchanged. 


Jobbers quote Union Hardware Co.’s No 
4 and 5 roller skates at $2.50 each and No 
6, $2.65 each, 

Rope.—The demand for rope is more 
active than for some time. Prices are 
unchanged. 

Jobbers quote best grades manila rope iat 
19%, c. per lb. for shipment from stock ; sisal 
rope at 1l4'.c. per lp. for shipment fron 
mill, and 1l5e, per 1b. for shipment from 
stock. 

Rubber Roofing.—Jobbers report a 
moderate demand for rubber roofing but 
orders are not coming out in sufficient 
volume to keep factories running full. 
No further changes in prices are re- 
ported. 

Refrigerators.—Sales of refrigerators 
for the coming season have so far been 
very light and a good volume of busi- 
ness is looked for during the next few 
weeks. A large percentage of retailers 
have held off purchasing, hoping that 
prices might decline. The present stocks 
of refrigerators were made from ma- 
terial purchased at high prices and 
there are no indications of an early re- 
duction in prices. 

Rubber Covered Wire.—Prices on rub- 
ber covered wire are very weak and ir- 
regular. Quotations range from $7.25 
to $8 per 1000 ft. for No. 14 wire. 

Sash Weights.—Another reduction of 
from $5 to $6 per ton has been made on 
sash weights, which jobbers now quote 
at $45 per ton for shipment from 
foundry, and $49 per ton for shipment 
from stock. 


Screws.—The demand for wood 
screws is moderate. Prices are being 
maintained at the recent reductions. 

Jobbers quote: Flat head bright screws 
75 and 10 per cent off list ; round head blue: 
or bright screws, 65, 20 and 10 per cent off 
list; flat head japanned, 65 and 10 per cent 
off list; flat head brass, 62% and 10 pet 
cent off list. 

Stoves.—No announcement has yet 
come from manufacturers of a reduc- 
tion in prices on coal and wood cook 
stoves and heating stoves. However, 
lower prices are expected. The stove 
business is virtually at a standstill. 

Steel Roofing.—Prices on steel roof- 
ing have been reduced $1 per square. 
This roofing is moving fairly well. 

Jobbers quote corrugated steel roofing in 
29 gage at $4.60 per square. 

Steel Sheets.—The demand for steel 
sheets is light and prices have been fur- 
ther reduced. Owing to the weakness 
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in manufacturers’ prices jobbers are 
carrying few sheets in stock. 


Jobbers quote black sheets at 4.40 cents 
for No. 28 for shipment in less than car lots 
from mills, and No. 28 galvanized sheets at 
5.90 cents for shipment from stock. 

Sleds.—There is little activity in sleds 
at present as most of the orders for fall 
delivery have been placed, except those 
from retailers who will defer buying 
until later in the season. Prices are un- 
changed. 

Retail prices established for Flexible 

vers are as follows: No. 1, $4.25; No. 2, 
$5; No. 3, $6.50; No. 4, $7. Retailers are 
allowed 44 off from these prices. Prices on 
Lightning Guiders net to retailers are: No. 
19. $14.50 per doz.; No. 20, $16.25 per doz.; 
No. 21, $18.75 per doz.; No. 22, $21 per doz. 
Sled prices are guaranteed for the season. 

Sporting Goods.—Jobbing houses are 
doing an excellent business in fishing 
tackle and baseball goods. Bicycles are 
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commencing to move. Bicycle prices at 
present are high but a reduction is not 
looked for before the summer business 
is over. 

Tacks.—A price reduction of about 10 
per cent has been made on steel tacks. 


Jobbers quote American cut 8-oz, tacks 
at 55c. per doz. pkgs., and blued carpet 
tacks, 8 oz., at 30c. per doz. pkgs. 

Vacuum Cleaners.—Sales of vacuum 
cleaners continue fairly good. Prices 
are unchanged. 

We quote the Apex vacuum cleaner at 
$52.50 retail price, subject to a discount 7 
approximately 30 per cent to dealers, de- 
pending on quantities, and the Royal 
cleaners at $67.50 with attachments and $55 
without attachments, retail prices, and $36 
and $32 to dealers, dealers’ prices, however, 
depending on quantities. 

Wrought Washers.—A price reduc- 
tion of 10 per cent has been made on 
wrought washers. 


TWIN CITIES 


Office of HARDWARE AGE, 
3725 Colfax Avenue South, 
Minneapolis, Minn., March 30, 1921. 
TS feeling of confidence in general 
conditions was greatly improved by 
the adjustment of wage disputes with 
the packing industry. 

Sales in the hardware trade are not 
increasing as rapidly as expected, but 
the prospects for future business is 
much brighter, due to greatly increased 
building activities. If business should 
show a sudden upturn there is prac- 
tically sure to be a shortage of goods. 

Jobbers and dealers carrying automo 
bile supplies and accessories report con- 
siderable improvement in these lines. 

There is also considerable improve- 
ment in paint sales, which will no doubt 
increase as soon as weather conditions 
permit outside work. 

Hardware prices remain firm, with 
very few changes taking place. Such 
reductions as do take place are gradual 
and do not entail any actual losses to 
dealers. 

It is generally agreed that as soon 
as the railroad difficulties are adjusted 
a considerable improvement in business 
conditions will be shown. 

Builders’ Hardware.—The prospects 
for improved business in builders’ hard- 
ware are increasing daily, as there has 
been a substantial increase in volume 
of building permits in this territory. 

Axes.—Sales continue slow. Jobbers’ 
stocks are in good condition. Price re- 
mains as last quoted. 


We quote from local jobbers’ stocks: 
7.25 per doz., 


Single bit, $17.25 base weights; 
double bit, $22 per doz., base weights 
Brads.—There has been a slight im- 
provement in sale of brads in line with 
increased building aetivities. Price re- 
mains as last. 
We quote from local jobbers’ 
75 per cent from standard lists. 
Bolts—Demand remains very dull, 
as manufacturing conditions in this ter- 
ritory show very little improvement. 
Stocks are complete. Prices remain as 
last quoted. 
We quote 


stocks: 


jobbers’ stocks 
Small carriage bolts, 40-10 per cent; large 
carriage bolts, 45 per cent; small machine 
bolts, 50-10 per cent; large machine bolts, 


from local 


50 per cent: stove bolts, 65-5 cent; 
lag screws, 50-10 per cent. 

Churns.—Sales continue of small vol- 
ume. Jobbers and dealers stocks are 
small. Price remains as last. 

We local jobbers’ 
Belle per cent from 
lists 

Eaves Trough Conductor Pipe and 
Elbows.—Business in this line is grad- 
ually improving and shdtld continue to 
do so from now on. No further price 
changes since reduction shown in last 
report. 

We quote from local 
Faves troughs, 28-gage, 
single bead, $6 per 100 ft.; conductor pipe, 
2k-gage, corrugated, 3-in., $6 per 190 ft. 
Elbows, 3-in., corrugated, $1.72 per doz 

Files.—There is a slight improvement 
in retail sales. There has been no fur- 
ther change in price. 

We quote from local 
Nicholson files, 50-10 per 
Riverside, 50-10-5 per cent 

Galvanized Ware.—Demand continues 
dull, but there is a slight improvement. 
Price remains as last. 

We quote from local 
Standard No. 1, galvanized 
doz.; standard No. 2, $9 per 
ard No. 8, $10.50 per doz.; 
nized No. 1, $20 per doz.; 
$21.50 per doz.; heavy No. 3, 
standard 10-qt. galvanized pails, 
doz.; standard 12-qt., $3.08 per doz.; 
standard 14-qt., $3.45 per doz.; standard 
16-qt. stocks, $5.25 per doz.; standard 18- 
qt. stock, $6.19 per doz 

Glass and Putty. —Sales show a 
slight improvement. Demand should 
increase as soon as building activities 
get under way. Price remains firm. 

We jobbers’ stocks: 
Single, 76 per cent; double, 78 per cent 
from lists. Putty, $5.15 per cwt. commer- 
cial in bladders. 

Hose.—Jobbers report dealers very 
slow about placing spring orders, which 
may develop into shortage should a 
large amount of business develop 
Prices remain firm as last quoted. 

We quote from jobbers’ st s 
Competition, %-in., lic. per ft.; 5- 
ply rubber, %-in., ft.; %-in. cot- 
ton, 13'%c. per ft. 

Ice Cream Freezers.—There is no re- 
tail demand as yet, neither are the re- 
tailers ordering any quantity from the 
jobber. Price remains as last. 

We quote from jobbers’ stocks: 
White Mountain, $5.78 $-qt 
Mountain, $9.45 each 


per 


stocks: 


quote from 
standard 


churns at 45 


jobbers’ stocks 
5-in. lap joint, 


stocks 
list 


jobbers’ 
cent from 
from list. 


jobbers’ stocks: 
tubs, $8 per 
doz.; stand- 
heavy galwa- 
heavy No. 2, 
$23 per doz.; 
$2.80 per 


quote from local 


local stocks 
3-ply, 


l4c. per 


4-qt. 


each; White 
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Lawn Mowers.—No retail demand. 
Jobbers are beginning to ship on spring 
orders placed last fall. Very little new 
business is being received. Prices re- 
main firm. 


We quote from local jobbers’ stocks 
Philadelphia lawn mowers, styles C, FE, and 
X, at 25 per cent from list Riverside, 
ball-bearing, at $9.50 each. 

Milk Cans.— Sales are increasing 
with renewed building activities. Job- 
bers’ stocks are in good condition. 
Price remains as last. 

We quote from 
Railroad milk cans, 5-gal., $3.40 
gal., $4.20 each; 10-g: $4.45 


Nails.—Sales are increasing with re- 
newed building activities. Jobbers’ 
stocks are in good condition. Prices re- 
main as last. Freight rates considered, 
Twin City prices are lower than at 
other points. Price remains last 
quoted. 

We 
Bright 
coated 


local jobbers’ stocks 
each; S- 


each 


as 


stocks 
cement- 


quote 
wire 
nails, per 


Paper.—Building paper sales show 
quite an improvement. Prices com- 
pared with last year show a heavier 
reduction than practically any item 
used in construction work. Price re- 
mains as last quoted. 

We 


from local jobbers’ 
nails, $4.35 
$3.90 base 


Ta) ase 


keg 


local jobbers’ stocks 


f.o.b.: Barrett's No. 2 tarred felt $3.30 cwt 
sarrett’s threaded felt, 500-ft. rolls, $1.78 
per roll; Slater’s felt, $1.39 per roll. No. 20 
red rosin, 60c. per roll; No. 25 red rosin, 
72ec, per roll; No. 30 red rosin, 85c. per roll 

Planters.—Sales show a continued im- 
provement and a fair amount of busi- 
ness is expected. Price remains firm. 
We quote from local jobbers’ stock 
Acme potato planters and corn planters, 
$11.25 each 


Poultry Netting.—Demand continues 
to show improvement in both wholesale 
and retail as the spring season opens. 
Price remains firm. 

We 
Hexagon 
from standard 


Rope.—Demand for rope is showing 
increased activity as building opera- 
tions begin. Jobbers’ stocks are not 
large. 

We quote from 
Pure manila rope at 21%c 
pure sisal rope at 16'4c. per Ib. 

Sandpaper.— Sales are improving 
gradually, but are still of small volume. 
Prices remain firm as last quoted. 

We from local jobbers’ stocks 
Best grade No. 1 at $7.29 per ream; sec- 
ond grade No. 1 at $6.50 per ream No 
1 Garnet paper at $15 per ream 

Sash Cord.—There is only a very 
slight improvement in sales. Increased 
building activity would indicate a sub- 
stantial improvement later in the year. 
Prices remain as last. 

We quote 


quote from 


local jobbers’ tocks 
netting 0-10 per cent 


quote from 
poultry 
list 


’ 


stocks 


base ; 


local jobbers’ 


per Ib 


quote 


from t 


local jobbers’ stock 
No ! 


Si Lake 8 at 65e. per Ib ordinary 
braided cotton No. 8 at ! per Ib 


Sash Weights.— The same general 
conditions apply to sash weights as to 
cord. Price remains as last quoted. 

We auote 
per cwt 

Screen Doors and Windows.—Jobbers 
report a reluctance on the part of deal- 
ers to order in their spring needs, prior 
to any demand for same. Stocks are 
only fair. Prices firm as last quoted. 

We quote from local jobbers 
Sherwood adjustable 24-in. w 
it $9 per doz Wabash exter 
per doz. 


from local jobbers’ stock 


tock 
ndow screer 
sion at 
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Retail de- 
Price as 


condition, but not large. 
mand is improving slightly. 
last quoted. 

We quote from local jobbers’ stocks: 
Flat-head bright screws, 75 per cent; 
round-head blued screws, 70 per cent; flat- 
head japanned screws, 65 per cent; 
flat-head brass screws, 65 per cent; round- 
head brass screws, 62% per cent; iron 
machine screws, 60 per cent; brass ma- 
chine screws, 40 per cent. 

Solder.—Dullness in the solder mar- 
ket continues and further reductions 
may be looked for shortly. Price at 


present remains as last quoted. 
We quote from local jobbers’ stocks: 
Half and half solder, 23c. per Ib. 


Steel Sheets.—Demand continues at a 
very low point and no improvement can 
be expected until manufacturing condi- 
tions improve. Price remains as last. 

We quote from local jobbers’ stocks: 
28-ga. black sheets, $5.85 per cwt.; 28-ga. 
galvanized sheets, $7 per cwt. 

Tacks.—Sales show a slight improve- 
ment, but of small volume. Price as 
last. 

We quote from local jobbers’ stocks: 
American cut, 8-oz., 82c. per doz.; tinned 
carpet, 8-oz., 85c. per doz.; blued carpet, 
S-oz., 76c. per doz.; double pointed, 11-0z., 
39l6c. per doz. 

Wheelbarrows.—Business is improv- 
ing but is still of small volume. Prices 
remain as last quoted. 

We quote from local jobbers’ stocks: 
Fully bolted wood barrows,’ $42 per doz.; 
No. 1 tubular steel, $7.50 each; No. 1 wood 
garden barrow, $5.75 each. 

Wire Cloth.—There is a small amount 
of retail demand developing. Dealers 
are now receiving spring shipments 
from the jobbers. Price remains as 
last. 

We quote from local jobbers’ stocks: 
Black 12 x 12 mesh at $2.50 per 100 sq. ft.; 
alumina, 12 x 12 mesh at $3 per 100 sq. ft. 

Wire.—Sales remain about on par 
with past two weeks, and should grad- 
ually improve. A good demand for 
fencing and fence wire is expected. 
Price remains at last. 


We quote from local jobbers’ stocks: 
Barbed wire, painted cattle, 80-rod spools, 
$3.62; galvanized cattle, $4.18; painted hog 
wire, $3.88; galvanized hog, $4.46. No. 9 
black annealed wire, $4.35 per cwt.; No. 
9% annealed galvanized, $5.05 per cwt. 

We quote from local jobbers’ stocks: 
Barbed wire, painted, cattle, 80-rod spools, 
$3.62: galvanized, $4.28; painted hog wire, 
$3.88; galvanized hog wire, $4.96 per spool. 
Smooth black No. 9, $4.35 per cwt.; gal- 
vanized smooth, No. 9, $5.05 per cwt. 


El Paso’s Up Town Store 
(Continued from page 78) 

ever increasing sale in El Paso. Elec- 
tric toasters, electric irons, warming 
pads, coffee percolators, and in fact 
all standard articles are carried and 
a sample of each is shown. A big 
seller is an electric motor for sew- 
ing machines, and the Hardaway Co. 
is not slow to push an article when 

once it is found to be in demand. 
Homemade cedar closets, with slid- 
ing panels, are attached to the center 
concrete pillars, and these are used 
for artistically displaying thermos 
bottles, lunch kits, ete. Aluminum 
ware which sells readily in the south- 
west, always makes an attractive dis- 





Screws.—Jobbers’ stocks are in good 
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play and can be used for dressing a 
window at all times. 


Many Washers Sold 


In spite of the fact that El Paso 
has an abundance of Mexican wash- 
erwomen who handle laundry work 
at a moderate price, many house- 
wives prefer to install electric wash- 
ing machines and wringers. The 
saving effected is largely in the min- 
imum wear and tear on clothes, which 
is an important item in favor of the 
washing machine in any part of the 
country. Fireless cookers also repre- 
sent what might be termed a hard- 
ware specialty that is a good seller, 
but the Hardaway Co. has found 
that the line must be pushed to be 
successful with a little personal ad- 
vice and information. Such informa- 
tion is obtained through the hearty 
co-operation of the manufacturers. 

Of course staple articles, such as 
nails, etc, are carried in stock, but 
these are kept in the rear of the 
store and do not occupy space that 
is valuable for display purposes. 

The new name of the Slaymaker Lock 
Co., Lancaster, Pa., is the Fraim-Slay- 
maker Hardware Co., Inc. In a recent 
issue the reorganization of this firm was 
announced, but the new name was in- 
correctly given. 


R. H. Young, advertising manager 
Stanley Works, New Britain, Conn., has 
returned to work after a month’s ill- 
ness. 


Putting the Catalog to Work 
(Continued from page 81) 

“Couldn’t do it,” replied Fred 
with suppressed mirth. 

“Couldn’t do it? 
mean?” 

“Couldn’t spare them,” said Fred; 
“have you looked at the incoming 
orders recently?” 

“Orders? What orders?” 

Fred dumped a pile on the “Old 
Man’s” desk. Dan Starling pawed 
them over a minute, looked at Bud 
as he drove out of the warehouse 
with a heavy load, grinned at Fred 
and said: 

“T told you business would pick up 
if we left it alone. They buy when 
they get ready to buy and not be- 
fore.” 


What d’ye 


The directors of J. H. Williams & 
Co., Brooklyn, have elected officers to 
serve during the coming year. J. Har- 
vey Williams is president, A. D. Armi- 
tage is vice-president and _ general 
manager, Frank W. Trabold is second 
vice-president, W. A. Watson, secretary 
and treasurer, assisted by R. S. Bald- 
win, who is assistant treasurer and 
controller. The assistant secretary is 
C. B. Harris. 
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Washington Letter 


(Continued from page 86) 

Private enterprise must be relied 
upon to meet the emergency, the com- 
mittee declares, as “the Government is 
an organization to govern, not to build 
houses, or operate mines, or run rail- 
roads or banks.” It condemns grant- 
ing subsidies or building at Govern- 
ment expense, and emphasizes the ne- 
cessity of economy to prevent a larger 
burden of taxation. Priorities also are 
looked upon unfavorably. The ten bills 
suggested by the Committee are as 
follows: 

A bill to establish in the Department 
of Commerce a Bureau to gather in- 
formation as to the best construction 
practices and methods, technical and 
cost data. 

A bill to provide for the gathering 
and publication by existing Govern- 
mental agencies of current facts as to 
production, distribution, available sup- 
plies, standards of quality, costs and 
realization of coal. 


Would Curb Commissions Priority 
Orders 


An amendment to the transportation 
act limiting the power of the Interstate 
Commerce Commission to grant prior- 
ity in transportation to commodities. 

An amendment to the Federal Re- 
serve Act to permit the Federal Re- 
serve Board to direct the use of sav- 
ings and time deposits of national 
banks for long time loans for home 
building. 

A home loan bank to provide for dis- 
trict home loan banks, which may sell, 
under Federal supervision, bonds se- 
cured by the aggregated loans depos- 
ited by the member banks. 

An amendment to the revenue act to 
provide for exempting from taxes the 
profits on the sales of dwelling houses 
where such profits, plus an equal 
amount, are reinvested in dwelling 
house construction. 


Loans on Homes to Be Exempt 


An amendment to the revenue act to 
exempt from taxation interest on loans 
up to $40,000 on improved real estate 
used for dwelling purposes. 

An amendment to the revenue act 
limiting the taxation of profits from 
the sale of capital assets by providing 
for their taxation as of the years of 
accrual -rather than as of the year of 
their sale. 

An amendment to the revenue act to 
limit the surtax upon saved income to 
an amount not in excess of 20 per cent 
of such income. 

An amendment to the postal savings 
law increasing limitation on deposits 
as to amount and time. 

This is a highly ambitious program 
which Senator Calder’s committee has 
cleverly embraced within its category 
of desirable measures, but part of it 
will have strong backing from numer- 
ous interests not especially concerned 
with the housing problem. 
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Selling the Architect and Builder 


posi ds the policy established last 
year, a large proportion of McKinney 
advertising in 1921 is being directed to archi- 


tects and builders. This advertising is hav- 
ing a marked effect. The big buyers of hinges 
are being guided more and more by the name 
McKinney. 


The great mass of hinge users and buyers 
is being reached through The Saturday Even- 
ing Post, The Literary Digest and System. 
McKinney advertising in these publications 
stimulates sales and constantly keeps the 
name McKinney before the public. 





Also manufacturers of garage 
and farm building door-hard- 
ware, furniture hardware and 


McKinney One -Man Trucks. 

These McKinney One-Man 

Trucks climinate the need of 

extra helpers and cut trucking 
costs in half. 


McKinney MANUFACTURING Co., Pittsburgh. 





To back up this national advertising, 
McKinney is ready to help the hardware 
dealer in his immediate territory. Send for 
counter display cards. Let your customers 
know McKinney products are on your shelves. 
Use McKinney booklets and folders for 
monthly statements and mailings. 

Let us send you a series of general hard- 
ware advertisements for your local news- 
papers. Ample space is provided in each of 
these for prominent display of your name 
and address. All this material will be for- 
warded upon request. 


MCKINNEY 
Hinges and Butts 


Western Office, State-Lake Bldg., Chicago. 














Ex port Representation. 
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Products Being 


Line of Thin Model Alarm 
Clocks 


Though very few of us actually wel- 
come the arousing ring of an alarm 
clock most of us are forced to obey its 
commands each morning. It is said by 
the William L. Gilbert Clock Co., Win- 
sted, Conn., that there has never been 
very much attempt to make this com- 
modity beautiful as well as serviceable. 
With this thought in mind this com- 
pany designed the Gilbert line of thin 
model alarm clocks that measure in 
width about one-third less than aver- 
age clocks of this type. 

This line is well porportioned and 














One of the Gilbert Thin Model Clocks 


well balanced, making it attractive as 
well as useful. Each clock has a mat- 
less mirror finish and must pass a 
rigid inspection for accurate time 
keeping and must sound the alarm on 
the tick. Gilbert clocks are offered in 
various styles even to the extent of 
having luminous dials that permit 
night reading in the dark. All clocks 
in this line are fitted with curved glass, 
giving the open face with its clearly 
printed numerals a pleasing finish that 
enables ready reading from any angle. 

An all time clock that tells time every 
hour is included in the line and is also 
constructed along the general thin 
lines of Gilbert clocks. 


Seals Bottles Without the Use 
of Capper 


Common corks are said to be unsat- 


Placed on the Market by Hardware Manufacturers 


Are you keeping your 
This 
page will help you. Use 
it! 


stock up-to-date? 


isfactory for the bottling of the aver- 
age home brew or catsup, and so many 
who make up home beverages use vari- 
ous methods for providing a permanent 
seal at the top of the bottle neck. The 
Porter Products Corp., Syracuse, N. Y., 
offers the Shur-Tite bottle caps which 
may be applied to the bottle neck with 
the pressure of the thumb and fore- 
finger and does not require a capping 
machine. 

This cap is made in two parts and 
may be used over and over again for 
sealing. Two parts are the retaining 
neck band and the cap yoke with cap 
and thumb screw attached. No skill is 
required to seal the bottle. The re- 
taining band is applied to the bottle 
neck without tools, the cap also. Cap 
and yoke are removed by a twist of the 
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Shur-Tite Bottle Cap. 


fingers and may be as quickly replaced 
to keep the remaining contents from 
going bad. 

The retaining band is placed around 
the bottle neck and the end bent over 
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the top of the lock. The cap yoke is 
placed over the top of the bottle and 
hooked under the ears of the neck band. 
The thumb screw is then hand tight- 
ened; it is not necessary to use pliers. 

The seal made in this manner is said 
to be absolutely air-tight. 


American Indian Dolls 


Big Injun chief, squaw, warrior and 
papoose are all to be found in the tribe 
of American Indian dolls made by the 
M. F. Woods Co., Phoenix Bldg., Port- 
land, Ore. Fourteen different models 
are available for distribution. 














Three of the Woods Tribe 


These dolls are said to represent the 
most faithful miniature reproductions 
of the original Americans ever offered. 
The figures are very lifelike, their 
facial expressions, their general appear- 
ance and pose, their blanketings and 
trappings are all as “true to the tribe” 
as is humanly possible. The designer 
spent much time among reservation In- 
dians and made a real study of their 
habits and appearances. The _ blank- 
ets and headgear are true reproductions 
of the familiar Indian blanket, colored 
in the bright and even gaudy tones so 
much in favor among these natives. 

These figures vary in size from 6 to 
16 inches according to the character 
represented. 

The manufacturer will send inter- 
ested dealers a sample sheet showing 
the various models in the colors and 
dress as actually made up. 


Reading matter continued on page 112 
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Kitchenette Doors D 


Double Parlor 


Doors 


| Sun Parlor Doors 


Pantry Doors 


Be ready to meet the Spring demand for house door hardware, from people who are 
renovating their present homes, or to meet the requirements of new homes going up. 


Sliding doors are the only answer to the modern demand for convenient use of small 
space. 


Richards-Wilcox Sliding Door Hangers are the standard of quality wherever sliding 
doors are used. 


There is a size and type to meet every individual requirement—price, operation, and 
service. 





There are many distinct features adding to the satisfaction with which this important 
part of modern door construction can afford. 


; These are all described in our unusually complete catalogue, showing these Hangers 
in actual sizes. 


This book should be a part of your regular purchasing equipment. 


Send for copy now. 





















































Alarms Against Car Theft 


Helsbels is not merely an automo- 
bile lock but is an alarm which is said 
to make it impossible for a thief to 
tamper with an automobile on which it 
is installed, without instantly drawing 
the attention of the public and the 
police. This device is made by Hels- 
bels, Inc., 127 North Dearborn Street, 
Chicago. It will screech very loudly 
when anyone disturbs the car or at- 














Helsbels Auto Theft Alarm 
tempts to remove a rug or article of 
clothing, yet it cannot make a sound 
while the owner is with the car. 

The Helsbels device consists of a 
rigid, heavily constructed aluminum 
box containing a floating non-mechani- 
eal electrical switch, which is also 
thrown into electrical contact by a very 
slight vibration. This contact sets off 
a_ self-enclosed alarm. The _ battery 
compensating switch and the alarm are 
inside the heavy case and there is no 
outside connection to the alarm. Ver- 
tical vibrations or road shocks cannot 
set off the alarm. It is affected only 
by a vibration caused by touching or 
moving the car. 

In the top of the heavily constructed 
box is the switch from which the igni- 
tion is wired. This is the only wiring 
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that leaves the box and should it be 
cut by a thief the alarm would im- 
mediately sound, calling public atten- 
tion to the thief. 

When leaving the car the owner 
throws the combination switch, which 
also disconnects the ignition. Until 
the owner returns this switch to its 
neutral position and connects the igni- 
tion, no one could disturb the car 
without sounding the alarm. Any at- 
tempt to open the combination would 
cause an alarm and there are more 
than one million possible combina- 
tions. The device is protected against 
acids, water and short circuits. 

It is necessary to renew the two dry 
batteries every year, otherwise there is 
no maintenance with the Helsbel, nor 
is there any complicated part in its 
simple construction that can get out 
of order or require adjustment. 

The device complete weighs approxi- 
mately 18 pounds and is fitted to clamp 
on the right running board of the car. 


Replacement Muffler for Buicks 
Has Cut Out Valve 


Replacement mufflers complete with 
cutouts designed for Buick automo- 
biles are offered the trade by Gray- 
Hawley Mfg. Co., 3123 Jefferson Ave., 
Detroit, Mich. 

Special attention has been given to 
the elimination of back pressure, 
thereby giving these mufflers no check- 
ing influence on the car’s motor which 














Gray Buick Replacement Muffler 


is thus able to obtain all the speed, 
power and flexibility it is capable of 
developing. It is provided with a com- 


bined safety relief and cutout valve 
which saves the muffler from excessive 
strain in case of explosions from un- 
burned gases, adding materially to the 
useful life of the muffler. The cutout 
valve is said to be an excellent fea- 
ture, very useful when tuning up the 
motor of the car. 

With each muffler is included a 
standard Gray-Hawley push type lock- 
ing pedal for operating the cutout. A 
cable of suitable length is also pro- 
vided. 


Oil Gage for Ford Cars 


Careful motorists inspect four 
things before taking a trip of any 














CB Ford Car Oil Gauge 
length, the inflation of the tires, the 
amount of water in the radiator, gas in 
the gas tank and possibly the most im- 
portant it is desirable to know if there 
is sufficient oil in the crank case. Lack 
of oil will cause a burned-out motor 
that is next to useless as all the bear- 
ings that require oil will quickly burn, 
and run into pipe lines. For ford 
cars a very efficient oil gage is made 
by Cummings Bros., Flint, Mich. 

It is neat in design and is said to 
be highly efficient in performance. It 
is a visible gage that may be easily 
read at a glance. It is easy to apply 
as the thread is carefully machined 
and will lock easily. The gage 158 
known as the CB oil gauge for F\ 


ds. 
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Motorists 
Make Good Customers 


The motorist who acquires the habit of buying at your 
store is a mighty good customer. His patronage is well 
worth cultivating. 


Nothing will better develop it than selling him good tools. 
Sell him a Herbrand All Steel Ball-Pein Hammer. Its quality 
is sure to satisfy and bring him back again for other tools 
and accessories he needs. 


This hammer is extremely well made, being drop-forged from 
one solid piece of the finest high carbon steel. The edge 
won't batter, the handle won't bend or break— it will give 
years of satisfactory service. 


Furthermore a Herbrand All Steel Ball-Pein serves two pur- 
poses. The edge, as shown in illustration, is fashioned into 
a practical tire removing tool. 


Write for trade prices and full information. 


The Herbrand Company 


Fremont, Ohio 


WAREHOUSES & BRANCHES 


Chicago, Ill, 324 W. Washington St Atlant Ga., Hurt Bldg 

Export Office, 11 & 12 Finsbury Sq., Lon Boston, Mass., 428 Old South Bldg 
«ion, England. San Francisco, Cal., 417 Market St 

Philadelphia, Pa., 26 N. Fifth St 














Notes of the Retail Hardware Trade 


MIAMI, FLA.—Phillips Bros. have in- 
creased their store space. 


EFFINGHAM, ILL.—The Loy Hardware 
Co. has secured additional quarters, 
which will give it better facilities for 
handling its stock. 

MADISON, IND.—Chris Eckert has 
moved to a new location at 129 East 
Main Street, where a complete stock of 
the following will be carried: Furnaces, 
harness, heating stoves, shelf hardware, 
stoves, ranges and tin shop. 


Portis, KAN. — Angell’s Hardware 
has commenced business here, handling 
a line of barn equipment, bathroom fix- 
tures, belting and packing, builders’ 
hardware, building paper, churns, cream 
separators, cutlery, dairy supplies, 
dynamite, electrical household special- 
ties, flashlights, fishing tackle, gasoline, 
guns and ammunition, hammocks and 
tents, harness, heating stoves, heavy 
hardware, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, 
poultry supplies, pumps, shelf hard- 
ware, silverware, sporting goods, stoves, 
ranges and washing machines. 


MIDDLESBORO, Ky.—The Middlesboro 
Hardware Co., doing both a wholesale 
and retail business, will erect a new 
two-story building. 


BANGOR, ME.—The Harvey Hardware 
Co. has been incorporated with a capi- 
tal stock of $10,000 to deal in automo- 
bile accessories, bathroom fixtures, 
bicycles, builders’ hardware, building 
paper, cutlery, flashlights, fishing 
tackle, guns and ammunition, ham- 
mocks and tents, kitchen housefurnish- 
ings, paints, oils, varnishes and glass, 
prepared roofing, refrigerators, shelf 
hardware, silverware, sporting goods 
and toys and games. The incorpo- 
rators are E. Earle Harvey and others. 


CARIBOU, ME.—The stock of Meri- 
thew & Bragdon has been destroyed by 
fire. They request catalogs on automo- 
bile accessories, automobile tires, barn 
equipment, bathroom fixtures, belting 
and packing, bicycles, builders’ hard- 
ware, building paper, churns, cream 
separators, crockery and giassware, 
cutlery, dairy supplies, electrical house- 
hold specialties, farm implements, 
flashlights, fishing tackle, furnaces, 
garage hardware, gasoline, guns and 
ammunition, hammocks and tents, har- 
ness, heating stoves, heavy hardware, 
incubators, insecticides, kitchen house- 
furnishings, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, 
phonographs, plumbing , department, 
poultry supplies, prepared roofing, 
pumps, refrigerators, sewing machines, 
shelf hardware, sporting goods, stoves 
and ranges, tin shop, toys and games, 
washing machines and wheel toys. 


MINNESOTA LAKE, MINN. — G. A. 
Beske has disposed of his interest in 
the hardware business here to Edward 
F. Minks and Albert A. Heise, and the 
name of the concern has been changed 
to the G. A. Beske Hardware Co. 

PAYNESVILLE, MINN.—The Schroeder 
Latterell Hardware Co. has succeeded 
to the business of Hamon & Schroeder. 
Catalogs requested on a line of milking 
machines and electrical washers. 

Witumar, Minn.—O. C. and L. C. 
Bergan, comprising Bergan Bros., are 
ae 

as 


purchasers of the Hoglund hardware 
business. 

GREEN CASTLE, Mo.—Morrison Bros. 
stock has been damaged by fire and 
catalogs are requested on a line of har- 
ness. 

Houstonia, Mo. — The Houstonia 
Hardware Co., owner of the stock of 
O. C. Horing, requests catalogs on a 
line of implements. 


MARYVILLE, Mo.—W. O. Garrett & 
Son are the new owners of the W. J. 
Hurst stock. 


VERSAILLES, Mo.—J. O. Beard, suc- 
cessor to O. M. Jones, requests catalogs 
on the following: Barn equipment, 
bathroom fixtures, belting and packing, 
bicycles, builders’ hardware, building 
paper, churns, cream _ separators, 
crockery and glassware, cutlery, dairy 
supplies, electrical household special- 
ties, electrical supplies and equipment, 
farm implements, flashlights, fishing 
tackle, gasoline engines, guns and 
ammunition, heating stoves, heavy 
hardware, home barbers’ supplies, in- 
secticides, kitchen housefurnishings, 
lubricating oils, mechanics’ tools, 
plumbing department, poultry supplies, 
prepared roofing, pumps, shelf hard- 
ware, sporting goods, stoves and ranges, 
toys and games, washing machines and 
wheel toys. 

WINpsor, Mo.—The stock of O. L. 
Moore has been sold. The Windsor 


Hardware Co. is the purchaser. 


DENTON, Mont.—The Denton Imple- 
ment Co. has been incorporated with a 


capital stock of $50,000 to deal in the 
following, on which catalogs are re- 
quested: Automobile accessories, auto- 
mobile tires, bathroom fixtures, belting 
and packing, cream separators, elec- 
trical household specialties, electrical 
supplies and equipment, farm ‘mple- 
ments, furnaces, gasoline engines, har- 
ness, lubricating oils- sumps, refriger- 
ators and washing machines. The in- 
corporatore xzre Roy E. Gilman, Clar- 
eace R. Monson and A. W. Gilman. 
BELFAST, N. Y.—The Bartlett Hard- 
ware Co., Inc., has opened a hardware 
store here carrying a line of the follow- 
ing, on which catalogs are requested: 
Automobile accessories, automobile 
tires, bathroom fixtures, belting and 
packing, bicycles, builders’ hardware, 
building paper, churns, eream sepa- 
rators, crockery and glassware, cutlery, 
dairy supplies, dynamite, electrical 
household specialties, electrical supplies 
and equipment, farm implements, flash- 
lights, fishing tackle, furnaces, gaso- 
line, gasoline engines, guns and ammu- 
nition, hammocks and tents, harness, 
heating stoves, heavy hardware, 
kitchen cabinets, kitchen housefurnish- 
ings, linoleum and oil .cloth, lubricating 
oils, mechanics’ tools, paints, oils, var- 
nishes and glass, phonographs, plumb- 
ing department, prepared roofing, 
pumps, refrigerators, shelf hardware, 
silverware, sporting goods, stoves and 
ranges, tin shop and washing machines. 


New York, N. Y.—The Jaffer Elec- 
tric & Hardware Co., which has recently 
put in a stock of electrical supplies, 
hardware and tools at 56 West Twenty- 
Ninth Street, requests catalogs. 

BisBEE, N. D.—La Rue & Linn are 
successors to I. J. Leonard. 


114 


PuiazA, N. D.—The Plaza Hardware 
has taken over the stock and business 
of C. L. Holt & Co. 


ANTWERP, OHIO.—Lewis Smith Son 
is enlarging its store. 

CLEVELAND, OHIO.—The Haury Hard- 
ware Co. has gone out of business. 

FREDERICKTOWN, OHIO. — Hull & 
Brown are the new owners of the stock 
and business of Ray Hull. 


KENTON, OHI0O.—The Bridge Hard- 
ware Co. has bought the Clayton- 
Longwell stock. 


MINERAL CITY, OHIO.—The Mineral 
City Hardware & Implement Co., owned 
by H. B. Price, has recently suffered a 
fire loss. , 

SYLVANIA, OHIO. — The Chandler 
Hardware Co. has been organized and 
taken over the hardware and imple- 
ment business of A. R. Chandler. The 
officers and directors are A. R. Chand- 
ler, president; L. ©: Hubbard, vice- 
president; R. A. Chandler, secretary- 
treasurer, and Bernard W. Hittler. 


PAWHUSKA, OKLA. — The Heaton- 
Walton Hardware Co. has bought the 
stock of D. Ratner, comprising bath- 
room fixtures, builders’ hardware, 
churns, cutlery, dynamite, electrical 
household specialties, flashlights, fish- 
ing tackle, guns and ammunition, 
hammocks and tents, heating stoves, 
heavy hardware, incubators, kitchen 
housefurnishings, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes 
and glass, phonographs, prepared roof- 
ing, pumps, refrigerators, shelf hard- 
ware, silverware, sporting goods, stoves, 
ranges and washing machines. 

GANN VALLEY, S. D.—The Gann 
Valley Implement Co. has been incor- 
porated with a capital stock of $25,000 
by F. E. Swartout, C. C. Wedmore and 
E. &. Dye. 

MONTFORT, Wis.—McNett Bros. are 
purchasers of the stock of Joseph 
Petters. 


OSHKOSH, WIs.—The Ralph M. Bur- 
tiss Hardware Co., 175-177 Main 
Street, has changed its name to the 
Stillman Hardware Co. The firm’s 
business is both wholesale and retail, 
and catalogs are requested on automo- 
bile accessories, barn equipment, bath- 
room fixtures, bicycles, builders’ hard- 
ware, building paper, cutlery, electrical 
household specialties, flashlights, fur- 
naces, hammocks and tents, heating 
stoves, heavy hardware, home barbers’ 
supplies, kitchen housefurnishings, me- 
chanics’ tools, paints, oils, varnishes 
and glass, prepared roofing, refrigera- 
tors, shelf hardware, sporting goods, 
stoves and ranges, tin shop, washing 
machines and wheel toys. 

PLyMouTH, Wis.—The J. H. Timm 
Co. has increased its capital stock 
from $20,000 to $60,000. The business 
was established in 1890, and the stock 
comprises the following: Automobile 
accessories, automobile tires, barn 
equipment, bathroom fixtures, belting 
and packing, cream separators, elec- 
trical household specialties, electrical 
supplies and equipment, farm imple- 
ments, flashlights, gasoline, gasoline 
engines, insecticides, lubricating oils, 
plumbing department, poultry supplies 
prepared roofing and washing ma- 
chines. : 








